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ANNUAL MEETING OF 
NEW JERSEY AGENTS 


Atlee Brown Defines “Farm Property” 
After Forty Companies Fail to 
Reach Agreement. 


PREPARES DWELLING SCHEDULE. 


Aggressive Young Agents Elected Offi- 
cers of Association; interesting 
Speeches at Trenton Luncheon. 


The New Jersey Association of Local 
Fire Underwriters, at its annual con- 
vention in Trenton last week, carried 
out its promise made to members (that 
it would produce Rating Expert Atlee 
Brown at the meeting so that anyone 
who wanted personal explanations of 
clauses and rulings and schedules could 
get them. It will be remembered that 
at a former meeting when Mr. Brown 
appeared there was a hurried adjourn- 
ment before anybody had a chance to 
put a question. 

Despite the worst weather of the 


year, locals from Newark, Atlantic City. | 


Asbury Park, Jersey City and many 
other towns were at the annual meet- 
ing. When Mr. Brown appeared at the 
luncheon, following the business ses- 
sion, the enthusiastic reception given 
showed that the agents have an appre- 
ciation of the tremendous work before 
him in having to rate hundreds of 
thousands of risks. In his speech he 
explained why there had been numer- 
ous changes in the book, issued October 
4. It had been necessary to get it out 
in a hurry because some agents were 
writing three-year renewal business six 
months ahead of the expiration of the 
policies, and that situation had to be 
met. Despite the rush, companies and 
agents had three weeks in which to ex- 
amine the book before it was filed. Not 


a complaint or suggestion was received. | 
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Admitted Assets 
Real Estate $ 180,000.00 








When the book was bound, however, the | 


avalanche of recommendations and criti 


cisms followed. The Insurance Depart: | 
ment found the word “bureau” on four- | 
teen pages of the book. They objected | 


to this; also, to the designation of Mr. 
Brown as “manager.” 

To File Dwelling House Schedule. 

In consequence, it was necessary to 
eliminate these words. It was the In- 
surance Department’s suggestion that 
Mr. Brown be designated as “Rating 
Expert.” He explained that in a State 
as large as New Jersey it was neces- 
sary to make frequent changes of rules. 
Sometimes new rules are adopted by 
rating associations in New York and 
Pennsylvania every day. New Jersey 
agents should not be frightened by such 
promulgations. It is a simple act to 
paste the new ruling in the book on 
the proper page. The trouble is that 
there are so many men posing as in- 
surance agents who are without know- 

(Continued on page 13.) 





DIRECTORY OF DEPARTMENTS 


Life Insurance... 

Industrial 

SS EE ee 
Fire Insurance 


Casualty & Surety 


| 
| 


Mortgage Loans and Real Estate.. 19,000.00 
Stocks and Bonds (Market Value).. 1,922,785.00 


Cash in Banks Corporation’s 
169.078.70 


26,573.58 


Premiums in course of collection 
(Written since October 1,1913) 550,021.11 


$2,867,458.39 








Liabilities 
Reserve for Claims 
Reserve for Unearned Premiums 
Reserve for Advance Premiums 


$ 839,355.00 
1,281,177.44 


23,865.40 
Reserve for Commissions on 
Outstanding Premiums 
Reserve for Taxes 
Reserve for Sundry Bills Due 
and Payable 


Surplus as Regards Policy Holders 


138,383.91 
74,989.68 


31,599.03 
478,087.93 


$2,867,458.39 























LIFE UNDERWRITERS — 
IN ANNUAL MEETING 


Progress of Association Reflected in 
Clean-Up Campaign—Rebating 
Cases Await Prosecution 





|BRILLIANT BANQUET AT ASTOR. 

| iectaiieed 

| Prominent Underwriters Present Tell of 
New Standards in Agency Work—J. 


S. Myrick New President. 





OFFICERS ELECTED. 


President 
JULIAN S. MYRICK 


ist Vice-President 
WILLIAM H. RYAN 
2nd Vice-President. 

R. M. SIMONS 
3rd Vice-President 
JOHN S. TUNMORE 


Secretary-Treasurer 
WILLIAM F. ATKINSON 


Executive Committee 
Lawrence Priddy, Chairman 
F. H. Rhodes Perez F. Huff 
Albert Siebert R. K. Stowe 


Samuel S. Voshell 
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A greater co-operation 


and the 
mination to 
against evil practices in life insurance 
field work, were strongly in evidence at 
the twenty-eighth annual meeting and 
banquet of the Life Underwriters Ass« 
ciation of New York, held at the Hotel 
Astor, Tuesday evening. 

Retiring President Edward W. Allen, 
|who presided as toastmaster at the 
| banquet, in giving what he ealled his 
“swan song” as head of the Association, 
reported as the result of the campaign 
against rebating conducted during his 
administration, that evidence in 21 
cases of rebating has been secured and 
placed in the hands of the district af 
torney for action. William W. M« 
Clench, president of the Massachusetts 
Mutual Life, gave an effective talk on 
co-operation of home-officeg with life 
underwriters associations which reflect 
ed the new spirit of interdependence 
in the business. Royal S. Goldsbury, 
of Pittsburgh, president of the Pitts- 
burgh Life Underwriters Association, in 
la brilliant and characteristic speech 
brought a strong message to the Asso- 
ciation on the advantages of organiza 
ltion. Edward D. Duffield, fourth vice- 
|president and general counsel of The 
| Prudential spoke on the enforcement of 
|} laws on rebating and twisting and other 
| Speakers were President-elect * 5. 
| Myrick, and James C. Cropsey rict 
jattorney of Kings County ayor 
Mitchel, who was on the p m to 
speak, was unable to be pres 

Lively Banquet Scenes 

There were more than 250 s@ated for 

(Continued on page 7) 
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BXPOSES WISCONSIN SCHEME 





William A. Fricke, Former Commission- 
er, Shows Up Two Proposed 
Constitutional Amendments. 





William A. Fricke, former Insurance 
Commissioner of Wisconsin and vice- 
president of the Great Northern Life 
of Wausau, Wis., in an address before 
the Wausau Merchants Association, 
sounded a warning against proposed 
constitutional amendments in Wisconsin 
which he said would make is possible to 
drive all insurance companies from the 
State, and giving the State authorities 
absolute power in all insurance matters 
and resulting in State insurance in all 
forms. The amendments are practically 
identical and proposed Sec. 11 reads: 

ll. The State may grant an- 
nuities and insurance upon such risks 
and in such manner as may be pre- 
scribed by law, and the limitations and 
restrictions provided in the Constitu- 
tion shall not apply to this subject; but 
provisicn shall be made for an annual 
account of all liabilities assumed and 
for the separation and safeguarding of 
all money and property held by the 
State on account of any such insurance.” 

Have Far-Reaching Effect. 


“Sec. 


In pointing out the significance of 
this proposed amendment Dr. Fricke 
said: 

No more far-reaching change in the 


constitution of this State has ever been 
proposed. It means that so far as all 
restrictions now contained in the Con- 
stitution as to incurring any rublic 
debt or giving the credt of the State 
in aid of transacting the business of 
insurance has been removed, and that 
there is no limit to the expenditures 
which may be made in the promotion 
of a system of State insurance. It 
means that, with all the limitations 
and restrictions provided in the Consti 
tution removed, and not applying to 
the subject of insurance, that the Leg- 
islature may enact laws providing 
that the State shal] enter into the busi- 
ness of fire, life, accident, sickness and 
all other forms or plans of insurance, 
and that the taking of such insurance 


by the people of this State can by such 
law be made compulsory. That such 
ecmpulsory insurance would be uncon- 
stitutional as “contrary to public pol- 
icv” would hardly be a question that 
could be raised if the people, by their 
direct vote, have created such public 
policy by the adoption of an amend- 
ment to the constitution definitely and 
distinctly removing all limitations and 
restrictions of the Constitution as to 


a constitution- 
of public 


insurance by the State 
al provision is a declaration 


policy. 

Already we have on our statute books 
a law (Sec. 1989m) which reads as 
follows: 

“There is established a ‘Life Fund’ to 
be administered by the State without 
liability on the part of the Si beyond 


the amount of the fund, for the purpose 
of granting life insurance and annuities 
to persons, who, at the time of the 
granting of such insurance and annuities 
are within the State or residents there- 
of.” 

This law was enacted at the Session 
of 1911, and, in order to establish this 
“Life Fund” it was necessary, because 
of the constitutional 
restrictions, to incorporate into this 
law the provision that the conduct of 
such a Life Fund should be “without 
liability on the part of the State be. 
yond the amount of the fund,” but 
with the enactment of either one of 
the pending amendments to the consti- 
tution, such a Life Fund could then be 
conducted with all the liability and 
all the chances of incurring indebted- 
ness on the part of the State which 
entering upon the business of life in- 
surance might involve. What such a 
liability may mean in the conduct of a 
plan of insurance requiring for its cer- 
tainty and its solvency the accumula- 
tion of millions of reserve can readily 


limitations and. 


be seen by referring to the statements | 


of life insurance companies submitted 
during the year 1907—the year of the 
panic—when every life insurance com 
pany transacting business in this State 
showed a loss in depreciation of its in- 
vested assets exceeding, in at least one 
of the companies transactigg business 
in this State, the amount of $5,000,000. 


Vicious Wisconsin Tax Burden. 


Wisconsin still imposes the most 
vicious and excessive tax upon its life 
insurance companies of any State in 
this Union, and of any country on the 
foce of the earth. The tax paid during 


1912 by one Wisconsin life company to | 


the State for the privilege of existing | 
as a Wisconsin corporation, and trans- | 
acting business in this State, when ap- | 
plied to its Wisconsin premium receipts | 


was equivalent, during the year 1912, to 
gross premium tax of 16.3 
Think of it, $16.30 of every hundred dol- 


per cent. | 


lars of life insurance premium paid to} 


the State for taxes, and you are kick- 
ing because all the blessings you indi- 
vidually enjoy under this State govern- 
ment costs a measly $7.50 per capita. 

Think of it! No other dollar in Wis- 
consin is so taxed as your life. insur- 
ance dollar—and it is still your dollar 
after it has been paid to your com- 
pany. It is not even sufficient to pay 
with certainty for your life insurance 
protection until your company man- 
agement has invested it and earned the 


required amount of _§ interest. It 
is your dollar and the interest that 
makes up the required premium, and 


yet the State of Wisconsin takes as a 


tax a larger portion of that dollar than | 


any other dollar in Wisconsin—and 
more than that, it reaches out with the 


strong arm of the law—when your 
company has earned and collected the 
interest on that dollar which is to 
meke your premium _— sufficient—and 


takes from that interest earned a larger 
pertion as a tax than any other dollar 


or property is taxed in this State. 


And then, when you, to whom this life 
insurance dollar, and this insurance 
earning belongs, make out your income 
tax report, you find that you cannot de- 
duct this life insurance dollar but that 
you must include it, in your income and 
it is’ ‘taxed again, although you have 
paid it to your company only that your 
wife and little ones may be cared for 
after your-death, and. not -become a 
cbarge and burden to the State and 
public charity. 

But more than that, our rulers estab- 
lish a State Life Fund upon the pre- 
mium payments to which they place 
not one penny of taxes, and for the cost 
of management of which they encroach 
upon the public funds contributed by 
the tax-payers as a whole, and they do 
thie in violation of all law. 

BANKERS RESERVE EXPANDING. 

The Bankers Reserve Life of Free- 
port, Ill., is planning to enter several 
new States and has just been licensed 
in Indiana. 








New Jersey Opportunity 


A Company with a record of 
over Fifty Years of satisfactory 
dealings with Policyholders and 
Field Men has a good opening for 
the right kind of a man ‘in New 





Jersey. ‘“Whirlwinds’” are not de- 
sired. 

Correspondence treated confiden- 
tially. 


Address “New Jersey” 
Care of The Eastern Underwriter 
105 William Street 
New York City. 











The State Life Insurance Company 


INDIANAPOLIS 
Not The Oldest--Not The Largest--Just The Best 





1231 State 


ELEVEN MILLION DOLLARS 


Deposited With The State of indiana For The Sole Protection of 
Policyholders 


Good Territory and Remunerative Contracts for Men Who Can 
‘Do Things”’ 


Address CHARLES F. COFFIN, Vice President 


Life Building 








DENISON, 
THE DALLAS.” TEXARKANA® 
BIG —Fl.wortn > 


Texas GREAT 
Led ©) 


* FL PASD 





Dec. 31,1913 





GROSS ASSETS 


“nay GREAT SOUTHERN 


Life Insurance Company 


HOUSTON, TEXAS 
J. T. SCOTT, Treasurer 


OUR RECORD 





COMMENCED BUSINESS NOVEMBER 1, 1909 


INSURANCE IN FORCE 


(paid-for basis) 


Dec. 3i, 1910 1,057,016.02 5,352,260,00 
Dec. 31, 1911 1,128,912.85 10,057,028.00 
Dec. 31, 1912 1,306,689.41 14,859,856.00 


1,500,835.10 23,650,512.00 
FOR AGENCY CONTRACTS ADDRESS 
O. S. CARLTON, Vice-President - - 


HOUSTON, TEXAS 
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ENERAL AGENCIES 
Address Home Office, 50 UNION SQUARE, NEW YORK CITY 


The New Policy Contracts 
THE GERMANIA LIFE INSURANCE COMPANY OF NEW YORK 


Policy Perfection «4 combined with Liberal Agency Contracts 





Offer to Life Underwriters of proven ability and integrity unexcelled opportunities for 
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LIMIT SETTLEMENT OPTIONS 


UNDER INSTALLMENT PAYMENTS. 


Contracts for Annuities or Income Can 
Not be Modified to Suit—They 
Cover Average Cases. 


There can be no doubt in the mind 
of anyone who takes a broad view of 
the evolution of the life insurance busi- 
ness points out Northwestern Mutual 
Field Notes, but that the modern 
method of providing for installment and 
annuity settlement of death payments, 
in lieu of payment in one sum, is a 
tremendous stride forward in meeting 
the needs of the public in family pro- 
tection. The Northwestern’s agents in 
the field, at least those who are alive 
to their opportunities, have advocated 
income settlement with enthusiasm, 
greatly to the benefit of their prospects 
and their own success in the business. 

“We wish,” says the Company, “to 
utter a word of warning. It is this. The 
policy contracts are drawn to fit the 
average cases;- men who wish to pro- 
vide for wife or children by one of the 
forms of income offered in lieu of one 
sum. Now as might be expected agents 
find in their field work an infinite num- 
ber of variations from the average or 
usual. Do not assume that the con- 
tract can be so modified by endorse- 
ment as to cover every possible con- 
tingency arising from social and family 
relationships. Stick to the normal 
average and do not suggest to prospects 
that they have only to state the rela- 
tionship existing and the Company will 
cover it, however intricate or unusual 
it may be. A simple example will per- 
haps illustrate cur meaning. The home 
office was recently requested to issue 
a policy payable to the wife as benefi- 
ciary under Option ‘B,’ naming two 
children as contingent beneficiaries. So 
far the case was simple, but the appli- 
cant was evidently one of those men 
who dislikes the idea that his wife’s 
experience with him may encourage her 
to re-marry. Either of his own initia- 
tive, or because the agent unwisely 
suggested it, he requested a provision 
in the endorsement that upon the con- 
tingency of the wife’s remarriage her 
interest in the installments should im- 
mediately revert to the beneficiaries in 
succession. 

“Study the contract carefully and do 
not assume that the Company will 
make any form of settlement not plain- 
ly contemplated by the text of the pol- 
icy. It is better to ask questions be- 
forehand than to have to tell your pros- 
pect you cannot do what you have led 
him to believe may be done. 

“The Company issued 54,448 policies 
last year on 45,862 lives. Of these poli- 
cies only 1,103, covering $8,056,389 were 
issued with an indcrsement providing 
for settlement under the Options of 
Settlement. In addition to policies is- 
sued with a settlement endorsement 
there were 15,927 policies changed by 


endorsement after issue. This large 
number, however, includes changes of 
beneficiary, the number relating to 
change from payment in one sum to one 
or more of the Options not having been 
separated.” 





MICHIGAN RULING HITS POSTAL. 


Attorney General Holds Business Must 
be Placed Through Duly Author- 
ized Agent. 


In a decision by Attorney General 
Grant Fellows of Michigan, made at the 
request of Insurance Commissioner John 
T. Winship, it is held that it is in viola- 
tion of the statutes for a foreign in- 
surance company to place or cause to 
be placed, insurance through any ea- 
cept a duly authorized agent resident in 
Michigan. This interpretation of the 
law hits the Postal Life of New York, 
the company that is engaged in the 
“mail order” life insurance business. 
The decision was made on an interpre- 
tation of the resident agents law and 
chiefly affects the fire insurance busi- 
ness, but the ruling by Attorney Gen- 
eral Fellows is general and appears 
to include the operations of the Postal 
Life which claims the right to do busi- 
ness anywhere, even in States where it 
is not licensed. In his opinion Attorney 
General Fellows said: 

“It was undoubtedly the intention of 
the legislature to prohibit a foreign in- 
surance company from placing or caus- 
ing to be placed any insurance contract 
or policy in this State except through 
a duly licensed agent who is a bona 
fide resident of Michigan. The proviso 
incorpcrated in Section 1 of the Act 
clearly indicates that a policy by such 
a company must be placed in the first 
instance through its resident agent. 
Having in mind the purpose of the 
statute it must, in my opinion, be con- 
strued to mean that such resident agent 
shall be the prime factor in securing 
the placing of the policy. It would 
therefore not be competent for a non- 
resident agent of a foreign insurance 
company to procure in this State the 
placing of a contract of insurance or 
policy in his company through an office 
outside of the State, even though the 
name of an agent resident in Michigan 
is endorsed upon the policy cr contract, 
if as a matter of fact the actual secur- 
ing of the policy was brought about 
through the efforts and at the solicita- 
tion of the non-resident agent. I* is, I 
believe, manifest that any interpreta- 
tion other than the one suggested would 
permit and encourage evasions of the 
statute. 

“I am constrained to the opinion, 
therefore, that any foreign insurance 
company may not under the provisions 
of the act in question, place or cause 
to be placed through one of its offices 
outside of this State, any policy of in- 
surance precured in Michigan by a non- 
resident agent without rendering itself 
liable to the imposition of the penalty 
prescribed in the act.” 


WOULD OUST CONGERN'S BEAD 


STATE CHARGES MISMANAGEMENT 
Pres. Henry Pyle, of National Life Asso- 
ciation of Des Moines, Defends 
Action For Removal. 


Action against Henry Pyle, president 
and general manager of the National 
Life Association of Des Moines, has 
been started in a petition filed in the 
District Court by Attorney General 
George Cossen, in which he asked the 
court to “remove the defendant and ap- 
point a capable person to fill the va- 
cancy.” 

Henry B. Sampson, Assistant Attor- 
ney General, in charge of the case, an- 
nounced the State had a legal reserve 
on hand sufficient to protect the policy- 
holders, and that the purpose of the 
action was to remove Mr. Pyle “in order 
to protect the members of the associa 
tion.” 

The charge was set forth that the as- 
sociation under its present management 
conducted its business fraudulently. 1+ 
was alleged the regulations of the In- 
surance Department of the State have 
not been followed, and that as a result 
the members suffered. It was charged 
that unless the management is changed 
there will not be sufficient funds to 
carry out contracts with members. 

The State charged that the general 
expense fund had been greatly over- 
drawn, and that the mortuary losses had 
increased more rapidly than the funds 
to care for them ag the result of money 


being diverted to private accounts cf 
the defendant and members of his 
family. 


The National Life Association, a 
mutual concern, began business in 1900. 
It operates in twenty-nine States and 
according to its officials, has $35,000,000 
in force. 

The State’s petiticn contains seven 
counts of alleged misconduct, including 
charges that Pyle increased his own 
salary and that he fraudulently issued 
two policies on the life of his mother 
for the sum of $5,000 and at her death 
collected the insurance. 

Count seven alleges: “Because of the 
fraudulent management of the National 
Life Association the insurance depart- 
ments of Michigan, Minnesota, Indiana 
and Iowa have severely criticised the 
association.” 

President Pyle issued a statement in 
which he denied the charges contained 
in Attorney General Cosson’s petition, 
and asked the public to withhold judg- 
ment pending hearing of the case. 


ALLOWS ADDITIONAL DIVIDEND. 
Equitable of lowa to Pay 1 Per Cent. 
Director Cancel W. S. Tupper’s 
Contract. 

The Equitable Life of Iowa has de- 
cided to pay one per cent. excess in- 
terest on all funds left on deposit with 





3 


the Company during the present year. 
Accordingly, the dividend for the pres- 
ent year will be one per cent. additional 
on all funds such as dividends and in- 
stallment settlements computed on a 
three and one-half per cent. basis and 
one and one-half per cent. additional on 
funds computed on a three per cent. 
basis as under the old installment 
options. 

A policyholder may leave his divi- 
dends to accumulate at not less than 
three and one-half per cent. compcund 
interest and during this year he will 
receive an additional allowance of one 
per cent. making four and one-half per 
cent. Installments under the new 
monthly income policies will likewise 
receive the same return when-left with 
the Company. 
MAKING LARGE LOANS IN TEXAS. 
Col. Fred Fleming of Kansas City Life 

Visits Cities—Comments on Ef- 
fects of Robertson Law. 


Colonel Fred Fieming, vice-president 
of the Kansas City Life and T. J. Green, 
treasurer of the Company, recently 
made a trip to Texas to make several 
large investments of the Company’s 
funds in property in Dallas, San An 
tonio and other cities. In commenting 
on local conditions especially the 
Texas Robertson :aw which has been a 
sbject of much controversy, Colonel 
Fleming said: 


“This Robertsor. Insurance law does 
not bother our company. We have in- 
vestments in Texas that total $450,00 


more than the law requires us to have. 


W have been loaning money in Texas 
eight years now and during all that 
time there has never been a foreclos 
ure. On December 31 last every’ cent 


of interest due was promptly met. That 
has been the record from the start. We 
money on Texas property in ex- 
cess of the law’s requirements because 
cf the great reasons that th 
ever-expanding values in this State 
make of it the finest field for safe ir- 
vestments to be found in the country.” 

“The general outlook 
throughout the country was never 
brighter,” said Treasurer Green. “So 
far as we are able to judge now, th 
year 1914 is going to be one of the 
most prosperous ones in the history of 


loan 


business 


business 


the United States. I try to keep in 
pretty close touch with business con 
ditions everywhere and if there is a 
cloud on the usiness horizon any 


where, it is not visible.” 
WINNIPEG COMPANY PROGRESSING 
The Northwestern Life of Winnipeg 
was formally organized at a meeting last 
week with W. R. Milton president. The 
Company was incorporated this year and 
at first started organization under the 
name “Winnipeg Life.” 
W. J. Clemens has been anpointed 
agency director of the Great Republic 
Life of Los Angeles 








AMERICAN CENTRAL LIFE 


Insurance Company 
INDIANAPOLIS, INDIANA 
Established 1899 


All agency contracts direct with the company 


Address 


Herbert M. Woollen, President 
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REMARKABLE RESULTS SHOWN 


CONNECTICUT MUTUAL’S RECORD. 








Returns to Policyhoiders Over 103 Per 
Cent. of Premiums Received— 
President Taylor’s Report. 





The report made to the policyholders 
of the Connecticut Mutual Life by Presi- 
dent John M. Taylor, reveals some of 
the most noteworthy records ever made 
in life insurance and reflects the high 
degree of efficient administration obtain- 
ing in this staunch old New England 
company, which is now in its sixth- 
nineth year of service to its large family 
of policyholders. In the words of Presi- 
dent Taylor, in the report is written a 
“history of careful supervision, con- 
servatism, economy, steady adherence 
to sound business methods, the recog- 
nition of all lawful claims and rights 
of policyholders and the guaranty of 
their sure protection.” 

There is no item in connection with 
a company’s business that is regarded 
with as much importance by the policy- 
holders, as the dividend reurns. The 
popularity of the Connecticut Mutual 
Life in this respect might easily be ac- 
counted for in its record, not only for 
the year, but in its whole history of 
close to three-score and ten. Including 
last year’s business, the Connecticut 
Mutual Life has received from policy- 
holders, as the dividend returns. The 
returns to members in death claims, en- 
dowments, dividends, annuities, sur- 
render values and other benefits reaches 
the total of $296,862,956. This shows a 
pereentage of 103.28, a very remarkable 
exhibit. In addition, the Company holds 
dividends with interest accruing, in the 
sum of $1,832,497. 

There stands to the Company’s 
credit the payment on account of divi- 
dends of $78,000,000, or 27.88 per cent., 
of the entire gross premiums received. 
To this remarkable achievement is add- 
ed the ratio of surplus earned to pre- 
miums, which is 29 per cent. 

The Connecticut Mutual wrote in 
new business last year, on a paid-for 
basis, $23,140,695. There was a net in- 
crease in insurance in force of close to 
$9,000,000, bringing the Company’s out- 
standing business to the total of $218, 
304,660. Very satisfactory increases in 
income, both net and premium, and in 
ledger assets are shown in the Com- 
pany’s statement for last year. The 
assets now amount to $69,185,776. 

These excellent results are made 
possible by conservative, efficient, yet 
progressive administration. The officers 
of the Company and its policyholders 
also are to be congratulated on the 
results achieved. 

HARTFORD INSTITUTE LECTURES. 

The life course at the Hartford In- 
surance Institute has been resumed 
Miles M. Dawson, consulting actuary of 


THE EASTERN 


New York, delivering a lecture on 
“Actuarial Misconceptions and Their 
Consequences.” For the three Wednea- 
day afternoons following there will be 
lectures by prominent life insurance 
men. 


OFFICERS. 





CAPITAL DISTRICT 





S. V. Coffin, General Agent for Provi- 
dent Life Made President—Other 
Members Elected. 

The Capital District Life Underwrit- 
ers Association of Albany, N. Y., held 
its annual meeting and election at the 
Albany Club, when 8S. V. Coffin was 
made president. The other officers 
and members of the executive elected 

were: 

First vice-president, Charles C. De- 
Rouville; second vice-president S. 
Baradale; secretary, Charles R. Tripp, 
and treasurer, W. A. Baker, Jr.; execu 
tive committee, Jesse Barnet, L. Buck, 
J. W. Clark, Jr., Henry H. Kohn, J. P 
McGarrahan, William J. Powers and 
W. W. Ricks. 

NEW WORLD LIFE OFFICERS WIN. 
Majority Stock Voted to Retain Ad. 
ministration—Cut Away From 
Underwriters. 


movement to oust the present 
oitficers of New World Life of Spokane, 
by the Stockholcers’ Protective Com- 
mittee at annual meeting Febru- 
ary 10th, held in Spokane, ended by 
having the officers of the Company re- 
elected unanin When the proxies 
were counted, the President had re 
ceived 76 per cert. of all the proxi2s 
ou all the paid-up stock; the repre 
seutatives of the Stockholders’ Pro 
tective Committtes received 12 per cent. 
and the other 12 per cent. was scatter- 


ed. 


The 


ously. 


. a wel! known builder 
. Jersey, and Mr. J. M. 
Shannon, of Washington, were elected 
1 members on the board of trustees, 
and it is the plan to have a trustee 
elected later from the Middle West and 
California 
The contract held by the Columbia 
Underwriters for the exclusive sale of 
all the Company’s insurance was can- 
celled and the Company is now mak- 
ing arrangements to secure the services 
of a first class agency manager and 
assemble its own agency force. 
John J. Cadigun, president of the 
Company, states that it is in excellent 
ecrdition financially, i] 


> M. Waldron 
of Newark, Nev 





having one mil 
lien four hundred thousand dollars in 
assets and $345,000 in surplus. Its 





mortgages. in v ch a large proportion 
of the Compan, funds are invested, 
show a return this year of over eight 


per cent., and the 
ward to a bright an 


president looks for 
1 prosperous future 


ach, for many years 
» insurance busines 
Wheeling, died last 


Sibert Henry B 
engaged in ft! 
in Pittsburgh and 
week. 
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State Mutual Life Assurance Co. 


OF = 
WORCESTER, MASSACHUSETTS 
INCORPORATED 1844 
BURTON H. WRIGHT, President 
.« PROGRESSIVELY SUCCESSFUL... 
January 1, 1914 





PD 5 3.52 reeds 6% c+ Ore ee Ce eh ee a elanewe $42,555,745.37 
ee a ce Oe ee ee 40,209,207.57 
Se ae ee ae $2,346,£37.80 
a Oe rc eer eae et ee $23,051,034.00 
DES Ub TES 6s 5.5 sods kh s Wad wand eae se cbkaus $171,310,426.00 


THE COMPANY OF SUCCESSFUL AND CONTENTED AGENTS 
ONLY THE HIGHEST GRADE MEN ELIGIBLE 


EDGAR C. FOWLER, Superintendent of Agencies 








CALL ON COMPTON 





The Service Route to Success 


By the. Compton way, every client 
becomes a champion of your business 


COME IN AND TALK IT OVER—CALL TO-DAY 
WILLIAM N. COMPTON, General Agent 






SSmtrvat > — 


INSURANCE COMPANY 


OF BOSTON MASSACHUSETTS 
220 BROADWAY 


PHONE 6030-6031 CORTLAND 


ON COMPTON 


Lire 


CALL ON COMPTON 
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CALL 











A goodly crew of money 
makers are writing 
Insurance for the . . . 


UR direct contract ‘system 

' places the Company in 
absolute touch with the individ- 
ual azent, consequently merit is 
recognized. Several good open- 
ings are available for men who 
have had experience in handJing 
men and developing territory. 








Are you interested ? 
Pittsburgh 
Life & Trust Company 


Home Office 
Pittsburgh, Pa. 
Ww. C. BALDWIN, HOWARD S. SUTPHEN, 
President Director of Agencies. 








OPIN 

in Texas and Arkansas. If you 

want to join them, tell us now. 
JAS. A. STEPHENSON 


PRESIDENT 
DALLAS, TEXAS 



































Agent for the State of North Carolina. 


For full particulars address | 
“N. C,” 227, % THE EASTERN UNDERWRITER, 


GENERAL AGENCY OPPORTUNITY 


FOR 


NORTH CAROLINA 


One of the largest and most progressive Southern Life Insurance Companies wants a General 
~1 . . . . . s 
Chance of a lifetime for the right man. 


105 WILLIAM STREET, NEW YORK CITY, N. Y. 
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‘needs of the individual. 


February 26, 1914. 


PSYCHOLOGY OF PERSUADING 


IN MAKING APPROACH. 





OBJECTS 


Scientific Salesmanship and the 
Methods Used—How Human Mind 
Reaches a Decision. 


Psychology has a large part in life 
insurance salesmanship whether the 
agent doing the selling realizes it or 
not. A few agents, and their number 
is increasing daily, realize the wonder- 
ful possibilities in business pyschology 
and are training themselves to utilize 
the great power of suggestion in 
approaching and persuading their pros- 
pects. Professor David F. Swenson, 
assistant professor of Philosphy in the 
University of Minnesota, in an interest- 
ing lecture on business psychology, re- 
produced in the Northwestern National 
Agent, said: 

The part of business psychology that 
has most to do with salesmanship (and 
with adver‘ising as well) is the study 
of the will. When I speak of the will 
in salesmanship, I do not, however, 
mean the will of the salesman, although 
that too, is important, if only indirect- 
ly; I mean the will of the salesman’s 
prospect and the study of how to in- 
fluence that will favorably in the most 
effective manner. 


The Four Elements. 


First, there is the idea of the thing 
to be done and the way to do it; sec- 
ond, a belief in and an appreciation of 
the value, the worth-while-ness of do- 
ing it; third, a comparison of the end 
proposed with other ends and with the 
cost of the means necessary to attain 
it; and fourth, the settling down of the 
mind to the end proposed as its own 
purpose, or in other words, the decision 
itself, that which psychologists some- 
times call the fiat, meaning let it be so. 

Let us first consider the idea of the 
thing to be done. ‘ithe salesman is 
vitally interested in making this idea 
as clear as it is possible to make it. 
For the road between a clear, definite 
idea, and the final decision, may be 
made short and straight; but the road 
between a dim, vague, uncertain, in- 
definite, hazy idea and the final deci- 
sion, is tortuous, crooked, devious and 
insecure, and many are the pitfalls and 


blind alleys that prevent the action 
from its consummation. Now the sales- 
man cannot make it clear to another 


unless it is clear to himself. He must 
therefore study life insurance. This 
has the added advantage of stimulat- 
ing his interest in life insurance, and 
interest is a contagious thing; an in- 
terested agent :s an interesting agent. 
But he must also study his prospect 
For some men will need to know one 
thing, and others another, in order that 
their ideas may be cleared up; some 
men will demand much detailed infor- 
mation, while others require only a few 
outstanding iacts. There is danger that 
an idea may lack clearness both be- 
cause it is too detailed and because it 
is not detailed enougn. The life in- 
lirance agent needs to have the quali- 
ties of a shillful teacher, knowing just 
how much to say and how little, and 
knowing also just what points it is 
necessary to stress. in order to fit the 
He cannot do 
this unless he really knows life insur- 
ance; nor can he do it unless he has a 
genuine sympathetic interest in the 
mind and circumstances of the person 
he is canvassing. 


Personal Appeal Necessary. 


But no maiter how clear an idea may 
he, it does not influence the will unless 
it also makes a personal appeal. so 
that it seems to have a bearing upon 
the interests of the individual. This is 
the second element in voluntary action. 


There are countless ways in which this 


rse of vale mav be created. It mav 
be subtly suggested by the vary tone 
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and manner of the salesman, in such 
o2 way that his own feeling of value 
is transmitted to his prospect by a 
sort of unconscious contagion. It may 
be assumed as taken for granted as a 
truth that no reasonabl> man doubts, 
least of all a person of such intelligence 
as the salesman’s interlocutor; and it 
may be stimulated into existence and 


givei: an increased depth and energy 
by the force of tacts, buttressed by 
logical argumentation. Now of all 


arguments those are the most convinc- 
ing which appeal to the basic instincts 
and emotions of human nature. No 
more powerful tendencies in human 
nature can be found than the instinct 
of self-protection, and the love for wife 
avd children. Both of these strong, 
basic tendencies ure on the side of the 
life insurance salesman, and whoever 
has trained himself to play wpon these 
strings of the human neart skillfully, 
dsticately, sympathetically, with gen- 
erous sincerity, ought surely be able to 
seil life insurance. 

The third element of will is a men- 
tal comparison. The salesman’s task 
here is to shorten deliberation and 
obviate hesitation. He must be able to 
make the distant end seem great, and 
the immediate sacrifice small. He must 
emphasize his proposition until it fills 
the mind and looms large upon the 
horizon, to the exclusion of rival alter- 
natives. He makes a sad mistake if he 
criticizes other companies so severely 
as to arouse the prospect’s suspicion of 
his own, or stimulate unduly his 
curiosity regarding other plans cf in- 
surance. For every rival idea that en- 
ters the mind tends to postpone the 
day of decision and weakens by so much 
the force of his own proposal. 

The Decision. 

The fourth and final element, the de- 
cision, is what the agent ultimately 
seeks, and wher it is won, all is won. 

The ways in which the human mind 
reaches a decision are wonderfully in- 
tevesting in their vast variety. You will 


fin! some cf them described in James’ 
famous chapter on the Will, under th? 
head of “Types of Decision.” Some 


men frequently and habitually reach a 
docision by an orderly collection of 
facts and arguments. a calm settling 
down of the various considerations into 
their proper proportions, until the de 
cision seems to make itself, without 
effort, witho:t st'rring up the feelings, 
wiilhout uncertainty and doubt ani 
wavering. Ti reasona le type 
ard all men sometimes experience it 
which is the reason why man is called 
a rational animal. In 
function of the salesman is largely 
limited to presenting facts for the 
formation of his prospect. Then agai: 
some men drift along, wavering now 
to ore side and now to the other, but 
never making up their minds until an 
accident, an unimportant circumstance, 
pushes them over the line of decision 


is is the 


such cases the 





and the deed is dene. I know a man 
who would leave his house in the morn- 
ing intending’ to go to another part of 
‘the city, but who actvally tock a train 
out of town simply because tl! ight of 
the station dock suggested that there 


still time to catch it, and thus to 
realize another plan thst had been lurk- 
ing in the mind. With 


was 


recesses of his 


such men the agent must watch the 
little things much more than the big 
things; he can hardly afford to let the 


prospect out of his sight. This is the 
drifting type, determined by external 
accidents. Then there is the intuition- 
al, feeling type, who does not make up 
his mind by analyzing the case, but 
makes it up as a whole, and can hardly 


tell his reasons. He js_ influenced 
largely by suggestion, in all its various 
phases. which will be the tonie of the 


following ard _ final lecture Then, 
lastly, it happens that the mind experi- 
ences a more or less sudden change in 
its noint of view, so that arguments 
that first 


(Continued on page 9.) 





THE AVERAGE EARNINGS OF THE AGENTS 
OF THE 


Standard Life Insurance Company 
OF PITTSBURGH .. .. 
are higher this year than ever before. Our 


attractive Accident and Health Policies 
have helped them to make more money. 


Write for a LIFE, ACCIDENT AND HEALTH Contract to 
Mr. FRANK A. WESLEY 


Director of Agencies 


Vice-President and 








A COOD OPENING 


An old, well established, progressive life insurance company, with unexcelled 
dividend record has good opening at PHILADELPHIA, covering Eastern Penn- 
sy!vania. Address, stating qualifications: 

PHILADELPHIA, care of The Eastern Underwriter 
105 William St., New York City 








REMEMBER 





The Texas Life Insurance Company 
OF WACO, TEXAS 
Is the pioneer life insurance company of 
the Southwest 
ATTRACTIVE POLICIES and LIBERAL CONTRACTS 














THE PROGRESS 


S OF 


i Ie 2 Ae 
“95 THE FRANKLIN LIFE 
INSURANCE COMPANY 
Is Steady Solid 
GOOD TERRITORY FOR RELIABLE MEN 


GREAT MISS 





Sure 


ISSIPPI_ VALLEY 


Contracts direct wilh the Company 


Address, Home Office, Springfield, III. 








fel! on 2 deaf ear now obtain | 





YOUR CARD 


as a representative of the ““ Oldest Life Insurance Com- 


pany in America’’ will best introduction 


The Mutual Life Insurance Company 
of New York 


prove your 


Impregnable Strength 
Incomparable Dividends 
Maximum Benefits 
Minimum Net Cost 


For Terms to Preducing tddress 


GEORGE T. DEXTER, 2d Vice-President 


34 NASSAU STREET, NEW YORK, N. Y. 


igents, 
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COMPANIES OF NEW JERSEY. 


Policies in Force Dec. 31, 1912 


No. 
Mutual Benefit, Newark 12,618 
Prudential, Newark 71,784 


COMPANIES OF OTHER STATES, 


Aetna, Hartford ........-.+.- 3,637 
Bankers, Des Moines ........-- 623 
BerkShRire ...cccccscecccccece 706 
Columbia National Boston 2038 
Connecticut General ........- 532 
Connecticut Mutual ........-- 1,513 
Equitable, ‘New York ........ 14,204 
Fidelity Mutual............+-- 1,587 
Germania, New York .......-. 518 
Girard, Philadelphia ......... 119 
Home, New York ........++-- 1,218 
John Hancock ......ccccvcees 6,154 
I oo 0-000. 00.0-5:00 cen eve 690 
Mass. Mutual .«.....-cececces 2,946 
Metropolitan, New York ..... 62,437 
WEIL ERI ooo 5 cece ccccee ss 11,0856 
National, ‘Montpelier ......... 637 
New England Mutual ........ 1,594 
Meow FOr ESTO .ccccscvcccces 17,8743 
North American, Chicago .... 1,279 
Northwestern Mutual ........ 7,746 
Pacific Mutual «...cccsccccccce 152 
POR. TRU ccc ceseccccvseus 6,26 
Mo ee aera 888 
Phoenix Mutual ............. 1,036 
Presbyterian Min. F.......... 456 
Security Mutual ........200.. 260 
Btnte MUtGAl ...cvccccccscses 1,262 
ers eee ere eee 233 
TNO: bok weenie Kadonnes ous 2,781 
Union Central 752 
oe eee 430 
United Gtates, N. Y.. ...c.cvccs 462 
Wetted BOsUrlty ..occccccccsss 18 
RI i ls ia dria, eine Ae 152 
JOhm Hameeck ....sicce..ccc00 BRG,815 
DUNE viciedawctenceevees 854,471 
Prudential, Newark .......... 1,318,058 


BUSINESS OF LIFE COMPANIES IN NEW JERSEY FOR 1913 


ORDINARY LIFE 


Policies Issued in 1913 


Policies Ceased in 1913 


Amount No. Amount No. Amount No. 
$38,504,846 1,460 $4,590,868 644 $2,085,429 13,434 
83,611,947 14,267 16,553,619 6,921 7,723,744 79,130 

ETC. 
$8,749,970 1,011 $2,929,962 928 $1,842,415 3,720 
1,256,000 95 284,500 196 399,000 522 
2,030,754 104 306,500 67 230,758 743 
793,902 42 151,802 39 244,430 206 
2,152,637 146 665,853 48 270,351 630 
4,857,994 308 790,366 211 581,044 41,61 
45,316,964 2,394 6,563,609 1,461 5,504,538 15,187 
3,338,382 234 579,08) 132 360,154 1,689 
1,645,220 98 256,230 57 164,866 619 
379,131 69 152,513 40 108,695 144 
3,692,654 219 569,559 125 360,343 1,312 
10,655,942 1,211 2,335,359 675 1,375,486 6,750 
1,331,384 66 135,274 106 199,148 650 
10,012,489 318 1,146,634 188 804,684 3,076 
55,330,382 14,653 13,619,975 9,567 8,263,945 67,523 
28,448,855 990 3,848,469 739 2,672,899 11,337 
1,854,521 54 169.549 41 136,353 650 
5,186,683 328 1,214,396 180 592,525 1,742 
40,667,135 2,286 5,685,856 1,473 3,762,149 18,686 
2,629,521 460 1,067,623 605 1,241,934 1,139 
27,412,160 730 3,638,420 554 3,539,081 7,922 
276,541 13 65,993 13 64,093 165 
22,308,994 840 3,621,980 547 2,544,252 6,569 
2,515,014 838 1,397,315 243 668,653 1,483 
2,828,501 187 800,000 120 495,434 1,103 
674,363 106 170,50¢ 43 65,000 519 
567,592 277 469,304 95 193,826 442 
3,329,078 279 881,158 197 683,256 1,344 
347,729 7 14,27. 13 19,641 227 
9,106,406 833 3,864,164 378 1,494,765 3,236 
2,420,171 154 725,009 67 234,285 839 
983,249 37 232,225 46 182,791 421 
1,154,432 47 106,925 64 235,087 445 
239,800 1 4,000 9 77,750 10 
INDUSTRIAL 

$19,301 5 $648 24 $2,848 133 
22,160,140 26,929 4,595,147 18,352 3,055,750 134,892 
115,460,885 118,139 15,112,146 66,736 11,880 458 905,874 
166,353,463 182,949 29,902,141 111,247 18,655,105 1,389,760 


Policies in Force Dec. 31, 1913 


Premiums Claims 

Amount Received Paid 
$41,010,285 $1,172,622 $604,715 
92,441,722 2,724,452 731,455 
$9,837,517 $299,820 $184,661 
1,141,500 6,033 14,000 
2,106,496 47,846 $1,613 
702,430 21,526 10,000 
2,548,139 63,479 8,000 
6,067,316 166,050 123,924 
246,376,035 1,243,460 1,140,354 
3,557,308 130,024 30,366 
1,736,584 62,125 68,425 
422,957 15,930 vemenes 
3,901,870 88,474 58,366 
11,615,815 361,186 168,913 
1,267,510 33,784 69,185 
10,353,439 325,390 179,816 
60,686,415 2,372,999 576,239 
29,674,425 774,947 1,008,477 
1,887,717 64,138 27,396 
6,808,544 160,543 67,448 
42,590,842 999,693 766,599 
2,455,216 76,202 12,000 
27,511,419 392,208 337,047 
342,534 7,409 3,808 
23,386,722 682,403 162,625 
3,243,676 96,596 34,022 
3,133,133 93,789 28,923 
779,863 batianhan aac 
843,070 24,532 3,000 
3,526,980 111,763 50,216 
342,363 15,243 6,000 
11,475,804 321,016 74,679 
2,910,886 69,785 19,735 
1,032,683 35,119 23,500 
1,026,270 25,393 19,455 

166,050 ie aeae 

$23,.€99,537 810,105 $293,620 
118,692,573 2,520,071 1,643,470 
17,101 369 1,46] 
177,600,499 6,208,949 1,994,982 





HOME LIFE 
INSURANCE COMPANY 


OF NEW YORK 








The fifty-fourth annual statement 
of the Home Life Insurance Com- 
pany, of which George E- Ide is 
president, appears in the Herald's 
advertising columns this morning. 
It shows substantial progress along 
conservative lines. Assets increased 
during the year to more than $29,- 
000,000, after paying to policy- 
holders nearly $3,000,000, includ- 
ing $540,000 in dividends. The in- 
surance in force is more than $1 16,- 
000,000, being an increase during 
the year of nearly $5,750,000. 

New York Herald, January 22, 1914 


For Agency apply to , 


GEORGE W. MURRAY, Supt. of Agts. 
256 Broadway, New York, N. Y. 








} 


| Blake, who was elected president at the 


| tion at $200,000. 





'PIONEER LIFE CHANGES AGAIN. 





James Cowgill Now Heads Company— 
Directors Cancel W. S. Tupper’s 
Contract. 





Still further changes have been made 
in the official staff of the Pioneer Life 
of Kansas City in an effort to straighten 
out the affairs of that Company. For- 
mer Superintendent of Insurance Frank 


recent stockholder meeting, has _ re- 
signed and is succeeded in*the office 
by James Cowgill, the treasurer who 
now holds both offices. It was under- 
stood that Mr. Blake accepted the post 
only temporarily. B. H. Berkshire is 
vice-president and W. H. McBride sec- 
retary. 

The contract held by former Presi- 
dent Wilbur S. Tupper was cancelled by 
the directors. This contract was to 
cover a period of seven years and called 
for the payment to Mr. Tupper of a 





salary of $9,000 a year and 5 per cent. 
on all new premiums collected. The 
directors decided to fix the capitaliza- | 


| 

| 

The Pioneer Life will discontinue the | 
Cleveland office and retire from Ohio. | 
This severs the connection between | 
the Pioneer and the Universal Life, and | 
confines the former to its natural terri- | 
tory. | 








Ambitious, Productive and Trustworthy Life Agents may be 
benefitted by corresponding with the | 


Berkshire Life Insurance Company 
of Pittsfield, Mass. 
Ine. 1851 


New policies with modern provisions 
W. D. Wyman, President 





Attractive literature 
W. S. Weld, Supt. of Agencies 





MONTANA LIFE’S THIRD YEAR. 


The third year of the Montana Life 
of Helena, was marked by excellent in- 
creases in its business. The Company’s 
staff paid for $3,603,000, making the in- 
surance in force $7,308,559. The assets 
and net surplus were largely increased. 
H. R. Cunningham is vice-president and 
general manager. 


AGENTS WRITE ON OWN LIVES. 

At a recent meeting of field men of 
the German-American Life of Omaha, 
the suggestion was made that the agents 
present set an example by taking poli- 
cies on their own lives and in ten 
minutes, $75,000 was written on the 
agents and officers of the Company. 





nity. 


NATIONAL LIFE INSURANCE COMPANY 


The 64th statement shows strong gains in new and out- 
standing insurance, in income, in assets and in surplus, an in- 
interest rate of 5.10 per cent., a mortality experience of 
58.12 per cent. and increased dividends set aside for pay- 
ment to policyholders in 1914. 
low net costs, the best policies and a scientific and equitable 
practice have made the National Life most attractive to the 
best agents—a solid business, securing permanent opportu- 


Address EDWARD D. FIELD, Superintendent 
MONTPELIER, VERMONT. 


Age, strength, mutuality, 








THE CLEVELAND LIFE 


LIFE 











GREAT OPPORTUNITIES 


For active insurance salesmen in Ohio, 
Michigan, West Virginia and Kentucky. 
NEW FEATURES IN OUR POLICIES MAKE THEM SELL. 


Writeifp r information, mentioning this paper. 


WILLIAM H. HUNT, President 
CLEVELAND, OHIO 
HEALTH 


INSURANCE COMPANY 





ACCIDENT 
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Life Underwriters 
In Annual Meeting 


(Continued from page 1.) 
the banquet including, the leading gen-} 
eral agents, managers and 
agents of New York. 
the opinion that ihe gathering was the 
largest and most noteworthy for the 
number of prominent underwriters pres- 
ent, that has been held in many years. 
During the course of the banquet a num- 
ber of parodies on popular songs were 
sung, the verses of which were writter 
by Perez F. Huff and were directed at 
prominent members of the Association. 
Mr. Huff also composed the words and 
music of a slogan which was sung by 
the entire assemblage and foretold dire 
things for the rebater and twister. The 
musical features were a decided “hit.” 
The marked success of the banquet was 
due to the work of T. Reid Fell and 
Perez F. Huff and their associates on 
the dinner and music committees. of 
which they were chairmen. 








SONG “HITS” AT LIFE BANQU 





Parodies on Popular Airs “Touch Off” 
Prominent Members of Associa- 
tion—Huff Guilty. 





One of the features at the banquet 
of the Life Underwriters Assuciation 
which was much enjoyed was the 
}parodies on popular airs, “touching 
} off” prominent members of the Asso- 
ciation. The words were by Perez F. 


Huff and the songs were sung ty five 


members, 


who walked among the 
tables in the vicinity of the “victim.” 
The singers were: Perez F. Huff, Wm. 
F. Atkinson, C. F. Donnelly, F. F. 
Simpson and W. E. Selph. 


The Scngs. 


iTo the Tune of Apple Blossom Time 
in Normandie. 


}George Brinkerhoff is 
if in Floridee, 
We'd like to be, in Floridee, 


workirg down 





ET. 


7 


For they 
boy, 

To tease and annoy, 

For at swearing, his pet word for 
Damn is D-U-R-N, 

And he always gets the C-O-LN, 

So you might as well, give ali you’ve 
got, 

For he’ll get it, sure pop. 


Tune—‘Has Anybody Here Seen 
Kelly.” 


Has anybody here heard Edwards, 
Oh, yes! a thousand times: 

Has anybody here heard Edwards, 
He’s talking all the while. 

He talks for fun! he talks fo: mon’! 
At talking he’s a son of a pun, 

Has anybody here seen Edwards 
Charlie with the sunny 


knew that Larry was the 


sinile 


Has anybody here heard Fel’ 
Reid, that real live dub: 

Has anybody here heard Reid Fell, 
Praise his old Lunch Club 


ie talks of roast and eggs on toast, 





iat ine anes an Wah To swat the dear old golf ball His apple pie is his daily boast, 
President Allen in his opening re- With You—George B— ies anybody here seen Reid Fell 
marks said that it was good to see 80 When it’s application time on Broad- ee ee a 
many men from “John I. D. Bristol’s ; ae “ eneonaing baa ‘Has anybody hb heard 
company” who occupied a table, the President, Life Underwriters Associa- He’s going to write—a few— Gh, pest a hund 2 a 
reference recalling Mr. Bristol’s lack of tion of New York. In the Spring he'll bring a little tin, Has " anybody aye "elotel 


co-operation with the Association. The 
efforts of the past year Mr. Allen said 
were devoted largely to the part-time 
and rebate questions. He reported that 
many cases of rebating had come before 
the Association. In two cases of alleged 
rebating in which the evidence seemed 
conclusive, the State Insurance Depart- 
ment saw fit to dismiss them with a 
mere caution. When the companies in- 
velved were appealed to they stated 
that they would stand on the action of 
the Insurance Department, with the re- 
sult that no assistance was secured 
from either of these sources. Twenty- 
one cases of alleged rebating were run 
down by the Association and the evi- 
dence placed in the hands of the dis- 
trict-attorney. “I feel sure,” said Mr. 
Allen, “that convictions will come dur- 
ing the administration of my successor, 
and I want to plead with the Company 
officers present to aid us to make the 
business a better and cleaner one, by 
supporting our stand.” 

Julian S. Myrick president-elect was 
introduced and briefly urged the co- 
operation of every member in continu- 
ing the good work of President Allen’s 
administration. Mr. Myrick said that 
he was pleased to note that his associ- 
ate officers for the coming year were 
balanced by both radical and conserva- 
tive members. Illustrating, he said 
that if Lawrence Priddy as chairman of 
the executive committee became toc 
aggressive he would be properly “sat 
on” by First Vice-President Ryan. 

Goldsbury’s Brilliant Talk. 

Royal S. Goldsbury, president of the 
Pittsburgh Life Underwriters Associa- 
tion was the first formal speaker, and he 
introduced his remarks on “Advantages 
and Influences of Life Underwriters 
Associations,” by a brilliant talk inter- 
spersed with characteristic stories. Draw- 
ing an illustration from his own experi- 
ence, Mr. Goldsbury said that when he 
was in life insurance work in ‘New York 
fifteen years ago he knew few life in- 
surance men and little of the Associa- 
tion. His point of view has changed 
since that time and he expressed the 
belief that every man who was really 
in the business could not afford to ig- 
nore his local association. Practices 
that would have passed fifteen years 
ago are now ethically unsound. The 
change is marked in other directions 
also and he instanced the restaurant 
and the clothing businesses which now 
create desire by the quality and pleas- 
ing appearance of their goods, two fac- 
tors that used to be ignored. So it is, 
he said, in the life insurance business, 
with its higher aims and its higher 
service. In closing Mr. Goldsbury said 
he wanted to leave a message with the 
New York men and if they remembered 
nothing else that he said he wished to 
have them retain this: 


“Think what is True; 
“Do what is Right; 
“Make what is Beautiful; and 
“Give your Service to Humanity.” 
W. W. McCiench on Co-operation. 
In introducing Wi iam W. McClench, 
president of the Ma:csachusetts Mutual 
Life, Toastmaster Allen said that the 
Life Underwriters Association seldom 
had as guests presidents of great life 
insurance companies, and the fact of 
Mr. McClench’s presence was in itself 
a manifes:ation of the greater co-op- 
eration between companies and agents. 
Mr. McClench discussed interestingly 
the “Co-operation of Home Offices wit. 
Life Underwriters Associations,” Mr. 
McClench said that all transactions be 
tween home offices anid field men 
should be conducted with mutual re- 
spect and entire accord and that there 
is a noticeable advance .n this direc- 
tion. Personally, he said, he wel- 
comed all field men at the home office 
and wan‘ed them to feel that when 
they en*cred they were in a friendly) 
aimosphere. Mr. McClerch took occa- 
sion to refer to the policy loan ques 
tion and raid that although there may 
be some anxiety in some home offices 
over the matter, it must not be for- 
gotten ihat tre practice originated 
with the comnanies themselves. He 
was inclined ts think that thcre was 
a practical vaiue and use for policy 
loans and that they had served both 
to protect homes in times of crises 
ané to ward off bankruptcy ~ oe 
not complain,” said Mr. McClench, 
“when a solicitor emphasizes the -ad- 
vantages of policy loans. So long as 


With a policy—or two. In advertising lines. 

He is a Saint in full war paint, 
“T am too good” is his complaint, 
Has anybody here seen Bristol— 
Or his capitals J, 1. D. 


When the Y. M. C A. 
M-O-N-B-Y, 
They sent for Lawrence P-R-I-D-D-¥, 


wanted some 





“Cheerful Yesterdays—Confident To-morrows” 


UR Field force is “Cheerful” over the yesterdays of 1913— both issues and 
deliveries were larger than in the phenomenal year 1912. Our Field force 
is “Confident” in respect to the “To-morrows” in 1914. Already they have made 
a fine start, and they face the future fearlessly, filled with faith in their country 
with pride in their business, and with devotion to their Company. 7 


Occasionally we have an agency opening for a delivering producer 





JOSEPH C. BEHAN, Superintendent of Agencies 


Massachusetts Mutual Life Insurance Company 
Springfield, Massachusetts 











States recognize them, we must rec- 
ognize them.” 

Enforce the Law, says Duffield. 

Owing to the lateness of the hour 
when he was called upon, Edward D. 
Duffield, fourth vice-president and gen- 
eral solicitor of The Prudential was 
able to touch only briefly his subject 
of “Enforcement of Life Insurance Laws 
Relating to Rebating and Pacman 
Mr. Duffield said that the enforcement 
of existing laws was more imvortant | 
than devising new ones and that we! 
needed a greater adherence to the} 
majesty of the law to curb the tendency 
to popular evasion of it. When laws 
are placed on the statute books, he! 
said, you cannot rest there as they are 
not self-operative. 

Others at the guest table in addition | 
to the speakers mentioned were: James | 
V. Barry, of the Metropolitan Life; Ed- 
ward Gray, vice-president of The Pru- 
dential; T. R. Fell, P. F. Huff, John E. | 
Gore, W. F. Atkinson. C. A. Dykeman | 
and Rev. J. D. Burrill, D.D., of Brooklyn, | 
who made the invocation. 
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UNEXCELLED IN 
Favorable Mortality 


bl You Wish To Be Paid Well 


Economy of Management | for your efforts. Producers receive 
C liberal compensation under the 


Provident Life | 


ND Trust Company. 
OF PHILADELPHIA 


Rates of Premium Extremely Low 
and still further reduced by 
Annual! Dividends 
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Direct Agency Contract 
OF THE MANHATTAN LIFE 





A top-notch renewal income as- 
sured for years to come. 


Several pieces of excellent terri- 
tory, with exclusive rights, open 
for men of character and ability. 


For particulars address 
THE MANHATTAN LIFE 


INSURANCE COMPANY 
66 BROADWAY NEW YORK 











Subscription $3 Per Annum 








COIN COMPELLING CONTRACTS 
Waiting For Willing Workers 


— WITH THE — 


Philadelphia Life Insurance Co. 


N. E. Cor. Broad and Sansom Streets, Philadelphia 


WRITE TO ME JACKSON MALONEY, Mgr. of Agencies 
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His Income 


Live Hints For Business Getters 


Practical Suggestions to Help the Man With the Rate Book Increase 
and General 


Efficiency. 

















The popularity of in- 

Getting Away come life insurance 

From Lump or even the install- 
Payments Ment payment plan 
which is now usually 
optional in policies, has been the 
natural result of the faults of the lump 
sum payment method. Lump sum pro- 
ceeds have so often defeated the very 
purpose of the insurance protection 
provided that it was a scandal in the 
business. In these time the protection 
extends not only te the accumulation 
of an estate for the beneficiary, but 
provides also for its seevrity. An offi- 
cer of the Great Northern Life recently 
put the weaknesses of the lump sum 
proceeds in a nut shell: 

Did you ever stop and think how 
really few men there are whe could 
take, say, five thousand: dollars and in- 
vest it, care for it and handle it, with 
such care and judgment as to make it 
a certain source of income or a com- 
petency for old age? Yet these same 
men will take a few thousand dollars of 
life insurance payable te the wife, and 
expect that the poor widow—without 
experience or business training—will 
do with that sum what they themselves 
are incapable of doing. These men do 
not stop to consider that if they take 
life insurance payable to the depend- 
ent in a lump sum the question for them 
to decide is: “What amount of incom? 
will the interest on the life insurance 
carried provide?” and the amount of in 
surance must be increased to have the 
interest furnish the required income. 
If that amount of insurance is not 
possible, then the insurance taken 
should be made payable in a definite 
number of installments or as a con- 
tinuous monthly or quarterly income 
for life. It is the business of the life 
insurance agent to call attention to the 
installment features of the policy that 
enable making this certain provision, 

- > » 


Often the brilliant ex- 


Building ampl2 of some life insur- 
AnAgency ance agent and_ the 
Business equally conspicuous fail- 


ure of another, leads one 
to speculate as to what qualities or 
methods it is that brings success in the 
field. There seems to be no special 
personal characteristics required in the 
individual for there are all kinds of life 
insurance men, from the scholar to the 
“‘live-wire” good fellow. What is it 
that succeeds? This perplexing ques 
tion has been answered many times in 
numerous Ways to fit various ideas on 
the subject. Most well informed life 
insurance men seem to be of the opin- 
ion that life insurance is no different 
than any other business in its require- 
ments for success. Conscientious appli- 
cation and persistance are the qualities; 
that seem to be common to all life in- 
surance agents. An officer of the Old 
Line Bankers Life said recently on this 
subject: 

“The man who determines to enter 
the agency field of life insurance for 
a business career should, first of all, 
thoroughly understand the different in 
surance companies and their m=2thods, 
and when he finds one that he can be 
lieve tn fully, that appeals to him as 
doing a business along the highest lines 
and a business that he can tie to, then 
that is the company that he should 
settle upon to work with 

“Full ane complete confidence in the 
company is the first requisite for an 
agent in building a business. Then up- 
on this foundation of confidenc2 h2 
should built just as other lines of buet!- 
ness are created. The insurance agent 








in seeking and writing business shoula 
be as industrious and energetic as men 


are in other lines of business. He 
should not measure hours, but he should 
work early and late if thereby he may 
reap the successful business that he 
hopes to secure. Building along these 
lines cf industry and close application 
and with a thorough knowleage of the 
business, it will not be long until tho 
agent has an established income—one 
that will compare most favorably wit 
the incomes of prcfessional men in an 
walks of life and that will be incomes 
not limited to any one year’s basis, but 
that can be made better and larger 
month by month where in many other 


lines of professicn a limit might be 
reached.” 
7 cf * 
T. T. Myers, of Little 
The Work Rock, Ark., general agent 
for the Central Union 
Manager _ Life of Cincinnati, in dis- 


cussing the organization 
of a general agency says: 

“ji believe that every general agency 
in order to handle its business to the 
best advantage, should be 
first, with able and proficient men to 
conduct the affairs of the office. 
Second, with a fiéld manager, who 
should be actually identified with the 
firm, if possible, in order that his work 
may be more effective. His duty should 
be to supervise the field work, visiting 
local agents, and appointing new 

“Our business has expanded until it 
demands the entire time and attention 
of two members of our firm in th: 
therefore, we decided to divide the work 
in such a manner that our efficiency 
might be increased: 

“My individual work is to appoint new 
men and visit and work with as many 
of our agency force as vwossibl We 
are able to secure the services of more 
capable men by personal interviews 
than through correspondence Why? 
Because in that way we usually select 
only the best. Whereas it has been 
our experience that a greater per cent. 
of the mail inquiries come from men 


ones 


who have failed to make good with 
other companies, or desire a contract 
for the purpose of closing one cr two 


specific cases. In other words, the 


great majority of the mail inquiries are 


from men who are no* in earnest,’ and 


would never make good 

“By calling in person upon prespec 
tive agents, judging 
possible yourself, then making personal 
inquiries respecting their capability, 
integrity and reliability, the chance 
for a mistake are reduced to a mini 
mum. Again, an occasional visit from 
a member of the firm to the local agents 
is more effective than would one at first 
suspect. 


them as far as 


“We have, also, a system of assign- 
ing each agent a certain amount of 
business for the year, based upon 


monthly allotments. This plan serves 
two purposes. First, it gives us a fair 
idea of the amount of business we 
might expect for the year. Second, it 
gives us the opportunity to keep tab on 
each man’s individual production, and 
to see if it is kept up to his allotment. 
Wherever we find that the business of 
any one agent is falling below his allot- 
ment, one of the firm calls upon him, 
and lends encouragement by assisting 
him in closing a few cases. The visit 
acts as a stimulus and the agent shows 
an increased production. We have 
found this method to be of material 
benefit to us, because it enables us to 
keep up an average production through- 
out the year. 

“Another thing, and one I deem most 
essential, is that where we secure a 
new agent, I endeavor in all cases to 
work with him jointly for ten days or 
two weeks, thus giving him the advan- 
tage of my own experience. The result 
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DATE 


Apr.l 2, 1910 $474,657.50 

| Dee. 31,1910 - 823,258.38 $1,830,206.00 
.¥ Dec. 31, 1911 1,369,388.76, 5,544,706.00 
% / Deo. 31, 1912 1,769,449.71 12,674,411.00 
Dec, 31, 1913 1,967,710.01 16,677,723.00 


% | No Life Company Same Age Ever Before 


333, | Insurance Written (Paid) During 1913 


This Company has never issued a Policy 
with a Survivorship Fund Clause, special 
contract, pink note or lien premium settle- 
|} ment, or any scheme in connection 
S| therewith. 


Admitted Insurance in Force 
Assets | (Paid For) 


None 


Equalled Above Record 


$8,283,703 


ARTEMAS R. ROBERTS 


President and Actuary 














Assets over One Ww illion. 


average One Miliion a month). 

| We want a capable general 
important open territory. 
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‘The Guarantee Life Insurance Co. 
HOUSTON, TEXAS 


. Insurance in force over Twenty Millions of dollars. 
| Business received first eight months, 1913, over Eight Million 


agent for vacant office. 








Uf interested, take 
the matter up with 





STATE MUTUAL LIFE INSURANCE COMPANY 


JOHN W. MADDOX, President 
Rome, Georgia 


Offers to good producers some excellent territory in Georgia, Alabama, 
Arkansas and Florida, where the Company is well and favorably known 
and where your success will be measured by your work. 


A. B. UTTER, Agency Manager, »,."°2" 2¢tice , 


IN FACT, AS WELL AS IN NAME 











is, when left upon his own responsi- 
bility, he is better equipped to carry on 
the work at the end of two weeks than 
would ordinarily be the case in twelve 
months. 

“Occasionally it happens, that some 
cf our agents have a prospect a little 


more difficult than they are able to 
handle with their necessarily limited 
experience. In such cases they may 


need assistance from one of the firm. 
The prospect under these circumstances 
is usually one who desires to go into 
the minute details. It is our custom 
then to have one of the general agents 
go to his assistance. 

“My experience in this work has 
taught me that it is the new man, the 
small producer, and the untrained man 
who should be given the most time and 
the best that is in the field manager’s 
power to give. The time and expense 
consumed in this work is no small item, 
and it represents.a loss to the general 
agency on the first year’s work. But 
the ultimate result is usually satisfac- 


tory to all parties concerned. Another 
link in our chain of success is the is- 
suance of a weekly Bulletin. Through 
this medium we endeavor to give the 
agency hews, keep the men in touch 
with each other, and with the general 
agency. By this method also the men 
are put upon a competitive basis, which 
is always a stimulus to the man who 
has pride and ambition. 

“It is our practice to give credit for 
the success of the agency to the men 
with the rate book. No one can get 
away from the fact that it is due them, 
and we should not make the fatal 
blunder of withholding from them that 
we know and recognize this to be the 
case. It is human nature to want to 
hear from headquarters that our work 
and efforts are appreciated. It does 
any man good. The general agent whe 
takes all credit upon himself is not en- 
titled to success, nor is he worthy the 
support and loyalty of his agents, wao 
do the real work and without whom he 
would be a failure.” 
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TWO VERY DIFFERENT METHODS. 


Modern Solicitor Compared to The Man 
Who Was “Visiting” not “Sell- 
ing”’—Agent at Work. 


“It is related that a French gentle- 
man who entered the life insurance 
profession started cn his initial car- 
vass immeculately dressed, not for- 
getting a silk hat,’ recalls a writer in 
The Prudential Record, “and that his 
applications were carried in a hand- 
some leather portfolio. His manner of 
approach was as foliows: ‘Good morn- 
ing, do you wish any insurance to 
day?’ On receiving a reply in the nega 
tive he hastily withdrew, with ‘Thank 
you; charming weather, isn’t it” 

“To many the above will seem ludi 
crous, and yet it is somewhat analagous 
to conditions in not a few of ovr dis 
tricts. A number of agents who do not 
as yet, possess a requisite amount of 
self-confidence and tactful persistence. 
on their rounds to collect on their 
debits, timidly knock at a door and say, 
‘Good morning, Mrs. Brown, do you 
wish to pay your premiums to-day” 
Now, Mrs. Brown mzy have been think- 
ing for days an excuse to defer paying 
on her policy, or perhaps to give it up 
altogether, but has been puzzled as to 


how to do so without offense. The 
agent has put the excuse into her 
mouth. ‘She does not wish to pay and 


answers ‘No.’ Mrs. Brown does not 
realize the benefits of her insurance, 
and her desire to drop the insurance 
may emanate wholly from an inclina- 
tion not to bother with future premi- 
ums. The apparent timidity of th> 
company’s representative and the man- 
ner of his request furnish her with the 
confidence to say ‘No,’ and th2 polic7 
is reported for lapse. 

“TI recall the method of another kind 
of agent, whose debit aiways showed ad- 
vance payments an‘ whose belief in 
himself and his policyholders went a 
long way to maintain a most satisfac- 
tory collection book. Invariably he 
would walk into an insured’s home and 
at once proceed to suggest the amount 
that would keep the policy well ahead. 
Should he meet with a demurral, he 
always had on the ‘tir of his tongue’ 
a sound argument on the value of life 
insurance and its need in times of 
stress. Every word was weighted with 
some reasoning. His manner carried 
with it such an air of earnestness and 
faith in his profession that his appeal 
and the logic of his remarks were irre- 
sistible. Rarely was he unsuccessful 
and, when this happened he knew cir- 
cumstances existed which could not af 
the time Ye avoided. 

“Friends, there ar: two distinctly dif- 
ferent door-knocks ir. our business. One 
which says, ‘I don’t know whether : 
can collect from these people or not, 
and the other which betokens the de- 
termination, ‘I came here for the ex- 
press purpose of collecting, and intend 
doing so.’ 

“Anything is possible to the man who 
believes that nothing is impossible. Not 
always does he make good—that would 
be anticipating too muci—but he shows 
better results than the man who goes 
at things in a faint-hearted way. Oft2n 
the very vehemence of his confidence 
carries through an undertaking in which 
the showing of the white feather would 
cause disaster. Hold the business on 
your books. New buriness is all very 
well, but old business is better, and a 
lapse prevented is superior to a cas? 
introduced.” 
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VALUE OF EVENING CALLS SHOWN. 


Citing Some Advantages in Making 
Visits When Family is Together and 
in Receptive Mood. 

Life insurance men have always 
found the evening to be a valuable time 
in which to conduct a part of their 
canvass and especially on selected cases 
on which they have been working. 
Some good points in connection with 
evening calls are shown by J. F. Collier, 
of Williamsport, Pa., who says: 

“No agent, except the man who makes 
them, knows the true value of evening 
calls. The agent or assistant superin- 
tendent who expects to be successful 
without them will wake up to his mis- 
take when it is too late. 

“The agent who canvasses while col- 


lecting his debit and who makes a 
house-to-house canvass when his col- 
lections are finished for the week will | 


have large numbers of evening calls to 
make with or without his assis‘ant su- 


perintendent. If he will call «n the 
head of the house in the evening, he 
may strengthen the business already 


written, and often a case tht was only 
considered an industrial call may turn 


out to be a first-class ordinary case 
when the husband is seen. 
“The winter and spring are good 


‘seasons of the year in which to make 
evening calls, as the families are usu- 


ally at home and it is an easy matter | 


to engage the head of the house in a 
conversation over the library table and 
go into the policy contracts fully. 

“The writer has in mind the case of 
an agent who was calling regularly and 
collecting a ten-cent industrial premium 
from an old lady on a person she was 
wont to call ‘her boy.’ The aze on the 
collection bock was five, but the agent 
did not take into consideration the 
length of time the policy was in force. 
One day the old lady told the agent 
that ‘her boy’ was talking of taking 
some ‘big’ insurance with a friend of 
his at the factory. The agent got wise, 
called in the evening and found a bright, 
intelligent young man cf twenty-five 
years, who was foreman in a large 
manufacturing plant, and who was about 
to take insurance in another company, 
bui. who was induced by the solicitation 
of the agent and the mother’s influence 
to take it with The Prudential, because 
‘she had his little policy in that Com- 
pany.’ 

“How many cases of arrears have 
been cleaned up by calling in the eve- 
ning and making the facts plain to the 
head of the house! Very often the 
money is left with a servant or with 
the family next door or with a younger 
member of the family or with some 
person who is disinterested except in 
the performance of the task of paying 
the sum left, and who has no argument 


whatever, when asked for sufficient to 
pay the premiums in advance, other 
than to say, ‘This is all they left.’ This 


would indeed be a very good case to 
use for a call in the evening. and, per- 
haps, along with coliecting the arrears, 
the agent might meet a member of the 
family never seen by him before and 
write some business. By all means 
make evening calls every evening, and 
watch the increase in both departments. 
HOW THIS AGENT GOT TO THE TOP 

N. Popper, representing The Pruden 
tial in the New York district says: 

“There are only three essential 
things, to my mind, which are necgssary 
to make a life insurance agent, and 
these are work, persistency and, again 
work. I’ve always kept these cardinal 
points uppermost in my mind, and this. 
together with being carly and late on 
the job, brought me the results which 
have carried me in 1912 so nearly to 
the top of the list of the agency leaders 
in Industrial. The future success will 
be more apparent, as :t will have such 
a glorious past to work on.” 
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METROPOLITAN LIFE 


Insurance Company 


(Incorporated by the State of New York) 
(Stock Company) 


Of the People 

The Company By the People 

For the People 

The Daily Average of the Company’s 
Business during 1913 was: 

549 per day in Number of Claims Paid. 


7,895 per day in Number of Policies 


Issued and Revived. 


$1,676,339 per day in New Insurance 
Issued and Revived. 
$286,288.02 per day in Payments to 


Policyholders and Addition to ke- 
serve. 
$164,025.94 
Assets. 


per day in Increase of 


JOHN R. HEGEMAN, President 
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force hundreds more wrilten every busi- St. Paul Bldg., 220 Broadway 
ness day. NEW YORK, N. Y. 
GETTING ORDINARY BUSINESS. PSYCHOLOGY OF PERSUADING, 


Industrial Agent Tells How He Works 
in Writing Larger Policies— 
Selects Business Men. 


M. O. Freyman, of All 
a representative of The Pn 
discussing his met! i 





nary business says: 

“Relative 10d of securing 
Ordinary | might state that 
the greater part of wnat success | have 


to my 


business, 


attained may be attributed to the con 
fidence I have in the policies we have 
to sell. I feel that we have just the 
right policy to meet the needs of any 
purchaser of insurance I make it a 
point to always have a consiJerabl 
number of prospects and to taik to a 
certain number of thr prospec*s each 
week, alwafs being sure to find out 
just the form of insurance most suited 
to that particular prospect’s needs. 
Just before calling cr a prospect that 


for $5,000 or, maybe 
$10,000, I give the matter considerable 
thought and try to think of the argu- 
ments he will no doubt present to me 
and in this way I am more or less 


I expect to write 





(Continued from page 5.) 
an eager hearing; and obstacles that 
seemed large and forbidding now no 
longer stand in the way. The death of 


an acquaintance, uninsured perhaps, or 


conspicuously fortunate in his insur- 
ance, may so affect a man that he sud- 
denly becomes willing and eager to 
listen to a }Troposal of life insuranc2. 


rhe 


news of such an event may favor- 





ably predispose a whole community, 
thus giving the agent an unexpected 
and wonderfully effective re-enforce- 
ment Such decisions are the result 


nner resolutions. 


of previous 


References: 


Scott: Influencing Men in Business. 
James: Psychology, chapter on The 
Will. 


prepared to answer the arguments in 
the most effective war. 

“I might state also that I have found 
that it pays to talk to the prominent 
business men, those who can afford to 
pay the premiums anc need the insur 
ance for the protection of thir Dusi- 
ness. » 
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THE STATE AND INSURANCE. 

In a preliminary report to the Legis- 
lature on the work of the New York 
Insurance Department, Superintendent 
William T. Emmet discusses some of 
the more pressing problems confront- 
ing the Department and closes his re- 
marks with the following thoughtful 
words on the general insurance situa- 
tion, under the caption of “The Rela- 
tionship of the State to the Business 
of Insurance”: 

Within the last three years, the ques- 
tion of the relation of the State to 
the business of insurance has assumed 
, new importance. ‘This is a natural out- 
come, first, of the fact that the in- 
creased social consciousness of the 
times has served to emphasize the pub- 
lic character of all business; and 
second, of the fact that insurance in 
particular, because of its fiduciary char- 
acter, and because of its inherent un- 
certainties and its consequent inherent 
mutuality, is impressed with a peculiarly 
strong public quality. 

When to these characteristics, which 
are common to all branches of insur- 
ance, is added the further human inter- 
est that arises when insurance is ap- 
pliei to the relief of social misfortune, 
so-called social msurance of which 
workmen’s compensation is a type, we 
have a combination so full of public 
importance that it almost inevitably 
leads either to the State entering this 
branch of the insurance business itself, 
or eise to its placing it under still more 
drastic regulation than the other 
branches of insurance are subjected to. 
Thus it has happened that to-day we 
are confronted with State insurance as 
a live issue in connection with work- 
men’s compensation. The question is 
not, of course, nearly so pressing a one 
in the life and fire insurance fields as 
in the other, but even in these connec- 
tions it has become a matter in whica 
an increasing number of people are 
interested. 


The situation is one of absorbing in- 
terest. Practically within the last de- 
cade we have seen business in two 
wttitudes, first, that of aggressive or- 
ganization and combination in its cwn 
interests but with the public interest 
subcrdinate, if not even antagonized; 
secondly, we have gone through a 
period in which the public has asserted 
ts rights, often in an unintelligent way 
and with much resulting confusicn, but 
with a perfectly evident intention to 
make business the servant and not the 
master. We are now, it is to be hoped, 
at the end of this destructive period 
and about to enter upon the third, the 
constructive period, in which the real 
ethical solution shall appear in a har- 
mony of the interests of the server and 
the served, in which there shall be 
neither aggression nor undue restraint, 
but in which the interest of the public 
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shall be clearly seen to be in every 
large sense not cniy a necessary condi- 
tion for the prosperity of business, but 
inevitably bringing prosperity in its 
train. 

But if the people cannot get what 
they require through pliva-.e service 
they will be quick to resort to the State, 
that the State may supply in its coilec 
tive capacity a service which has beeu 
imperiectly perioimed by its members. 
‘his has happened recently in the field 
of ccmpensation insurance, the express 
business and eisewhere in a minor ve- 
gree, an.J it can be confidently predicted 
that this remedy will be invoked in- 
creasingly as time goes On. ihe one 
effective weapon that the companies 
have in their possession is the ability 
to give such eincient service that State 
activity wilt be uncalled for. fot most 
people will agree that the State shouid 
not undertake anything which can be 
acceptaLiy done by private enterprise, 
that is, the burden of proof hes with 
the State to show some abuse which 
requires its entrance into the field. — 

As it seems to me now, the great 1n- 
surance interests of the country which 
bave played so helpful a part in the 
nation s lite must, if they are to survive 


under the new dispensatisn, demon- 
strate that they are able to conduct 
their business 80 acceptably, so effi- 


ciently and so thoroughly in the inter- 
ests of the pubic as to make State In- 
surance unnecessary. That is my can- 
did view of the situation at tne present 
time. 


SNOW HELPLESSNESS. 

Tremendous made by 
science and _ industry touches the 
municipality ever so lightly, and least 
of all is improvement noted in the clean- 
ing of the streets. Nothing can match 
the consternation and helplessness ol 
a great American 
continues to fall. 
York city streets 


progress 


the government ot 
ciiy when snow 
For days most New 
have been as impassable to vehicles as 
part of the Grand Canyon of Colo- 
On Manhattan Island there are 


is 
rado. 
three great thoroughfares which should 
be cleared of snow within a day at least 
stops, viz.: 
Central 


from the time the storm 
Broadway, Fifth avenue and 
Park West. In this work the street 
department has failed, par- 
north of Fifty-ninth street. 
clogged snow and 
slow-moving traffic, 
and the weather unusually 
residents of New York city may 
eratulate themselves upon escaping the 
conflagration which the Fire Commis- 
sioner warns us is lurking near, ready 
to show its head at any time. 

The New York “World” printed an 
effective cartoon, showing Father Knick- 
clean the streets 
a teaspoon. Not so far-fetched 
If there are nearly 350,000 
men in New York city out of work 
many of them should be given jobs on 
the streets. 


cleaning 
ticularly 
With with 
hydrants 


streets 

buried, 
cold the 
con- 


erbocker trying to 
wiih 


after all. 


NEW JERSEY PREMIUMS. 

The Eastern Underwriter on another 
page prints the premiums and losses 
of the fire insurance companies, trans- 
acting business in New Jersey. It was 
a good year for the companies from 
the standpoint of losses. An examina- 
tion of the figures compared with other 
years shows that the larger companies, 
as a general proposition did not in- 
crease their premiums; in fact, 
of them dropped behind the results for 
last year. The Ramsay act was in part 
responsible, although it has 
fective only since October. 


some 


been ef- 
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EGBERT BAGG. 


Egbert Bagg, of Utica, 


N. ¥., has 
repiesented the Continental, Liverpool 


& Globe, Niagara and Franklin for 
forty years. He has made money for all 
of these companies. When the Chicago 
fire of 1871 created a demand for in- 
surance clerks, Mr. Bagg was induced 
to give up his job as civil engineer to 
go with Hoyt & Bviler, of Utica. Next, 
he joined Erastus Clark & Company. 
In 1875 he bought the interest of C. H. 
Townsend in this agency. In addition 
to his fire companies Mr. Bagg secured 
the agency for the iravelers, which he 
still holds. ln 1893 he wrote the first 
Employers’ Liability policies in Utica, 
and also bonds for the American Surety 
Company. 

Mr. Bagg’s cffice turned out to be a 
splendid training school for underwrit- 
ers, some of his graduates being Albert 
P, Howes, for many years special agent 


of the Niagara; Wilbur C. Smith, 
assistant secretary of the Niagara; 
Edgar P. Luce, secretary of the 
Franklin; and Charles H. Dennig, 
special agent of the Hartford 
Steam Boiler. Many specials regard 
Mr. Bagg as the ideal type of local 
agent. 
x x z 


Isaac Miller Hamilton, president ot 
the Federal Life of Chicago as a na- 
tive son of Illinois, is naturally also a 
loyal son of Chicago by adoption. Mr. 
Hamilton is a talented and finished 
speaker especially when his subject is 
“Chicago.” Mr. Hamilton showed what 
nice things he cculd tell visitors about 
the Windy City when he delivered the 
address of welcome the other day be- 
fore the American Association of ‘Acci- 
dent Underwriters. 

“Chicago has been called the ‘magic’ 
city by the Inland Sea,” said Mr. Ham- 
ilton, “Rising courageously and un- 
precedentedly from the fires of destruc- 
tion and desolation, more imposing 
than before, it moves forward with ever 
increasing momentum each year, 
crowned with achievements of its own, 
while those who love it and are proud 
of its fame plan to make it the ‘City 
Beautiful.’ With evidences cf mar- 
velous material accomplishment on 
every hand, an aroused and enthused 
civic pride constantly raising the city’s 
standards, it is no wonder that it 
should be selected as the meeting place 
for almost covntless conventions nor 
that those attending conventiors in it 
should imbibe freely of its spirit, its 
energy.” 

> * * 

Georce A. Viehmann, president of the 
New Brunswick Fire Insurance Com- 
pany, was formerly an attorney in New 
Brunswick, and also had been mayor 





of the city. While acting as counsel for 
a promoter of insurance companies he 
got an insight into underwriting 
methods. He saw an excellent chance 
for developing the New Brunswick Fire, 
which was established in 1826, and he 
bought control. He says that he didn’t 
know much about underwriting at first 
and he went far from home. In March, 
1906, he appointed a California agent. 
In April, the same year, the San Fran- 
cisco fire wiped out his surplus. But 
he was game and stuck to the State. 
Since then he has built up his Company 
in a way that has brought him many 
enconiums, 
* * * 

Arthur W. Hicks, of Summit, N. J., 
represents a company that has been in 
his office fifty years. It’s the Hartford. 
the agency was started by the late John 
A. Hicks, father of Arthur W 

* a * 

Charles Janvier, for many years presi- 
dent of the Sun of New Orleans, prior 
to the reinsurance of that Company, ana 
bead cf the prominent general agency 
firm of Janvier and Lee of the Crescent 
City, has resigned the vice-presidency 
ct the Canal Bank and Trust Company, 
because of impaired health. Col. Jan- 
vier was a man of many business ac- 
tivities, and for mental recreation was 
a frequent contributor to the leading 
megazines. His stories of Creole life 
in Louisiana, published in Scribners 
several years ago attracted wide atten- 
tion by virtue of their literary excel- 
lence and historical truth. 

“ s a 

Charles S. Carey, the new manager 
of the General Accident’s industrial 
claims department, was educated ia 
New York city schools, and entered the 
legal department of the New York 
Central Railroad in beginning his 
career. Later, he became a reporter 
for the Dun Mercantile Agency. Next, 
he went with the United States Cas- 
ualty Company, and subsequently, with 
the Traveleis. After five years service 
with the liability department of the 
latter company he joined the forces 
of the Massachusetts Bonding. He is 
regarded as one cf the best equipped 
claim men in the country. 

“ - ” 

John W. Hamer, third vice-president 
of the Penn Mutual Life and manager 
of the loan department of the Com- 
pany was given a complimentary din 
ner ‘by the officers of the Company 
Monday evening. The dinner was in 
commemoration of Mr. Hamer’s leng 
service with the Company and _ his 
sixty-fifth birthday. 

* o = 

T. Frank Appleby, local fire insurance 
agent of Asbury Park, recently organ- 
ized a Lincoln Association in that city. 
He is one of the best speakers in Asbury 
Park, was mayor at one time, and, as 
president of the New Jersey Associa- 
tion of Local Fire Underwriters, he in- 
creased the membership from 25 to 175 
in a little more than two years. 

= = > 

Charles R. Perkins, deputy assistant 
manager of the North Pritish & Mer- 
cantile Ingurance Company is tossing 
about the Carribean Sea somewhere in 
the vicinity of Cuba. For a time Mr. 
Perkiiis will forget absolutely that 
such things as rating schedules, daily 
reports or special hazards exist, and 
will instead critically inspect the Pana- 
ma Canal, look over Havana and other 
West Indian cities which remind one 
of New York in that they are so dif- 
ferent 


LOCAL AGENTS TO MEET HERE. 

The mid-“irter meeting of the Na- 
tional Association cf Local Insurance 
Agents will be held in New York the 
middle of next month. Secretary H. H. 
Putnam, of the asso ‘jation, said that 
important subjects will be discussed. 
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NEW YORK MBN SATISFIED 


SCHEDULE. 





ACCEPT MODIFIED 





Revised Dwelling Rates Generally En- 
forced—Albany and Troy Still 
in Opposition. 





Local agents throughout New York 
State generally are satisfied with the 
modifications in the dwelling schedule 
recently agreed upon by company execu- 
tives and the special agents, and are 
rating new business in conformity there- 
with. 

With one or two notable excep‘ions, 
however, it is reported the agents both 
at Albany and at Troy are writing at 
their own tariffs, ignoring the request 
of the companies that they observe the 
schedule effective as of February 1. If 
this course is persisted in it will bring 
the local men not only into conflict with 
the company executives, but with the 
Insurance Department; the latter insist- 
ing that rates upon similar hazards be 
uniform throughout the entire State. 
Such uniformity, of course, is only ob- 
tainable where schedules are prepared 
by a central body having jurisdiction 
over the whole territory. The schedule 
issued by the Underwriters Association 
of New York State was issued after 
months of careful investigation of all 
features entering into its composition, 
and the Insurance Department was very 
familiar with its development. That 
the local representatives at Troy or 
elsewhere will be permitted to substi- 
tute their scale of charges for those 
scientifically constructed by the State 
organization, is unthinkable, and agents 
following such a mistaken course are 
simply inviting serious trouble. 

Farm Schedule Next. 

Having issued its schedule upon 
dwellings the Underwriters Association 
of New York State, it is understood, 
will soon submit for review and prob- 
able adoption, a revised schedule upon 
farm propery, a work that has been in 
the hands of a special committee for 
over a year. 

Buffalo Board to Act. 

Adjustment of some minor points in 
the recently approved mercantile 
schedule of the State Association hav- 
ing been made, the revised form is now 
before the Buffalo Association of Fire 
Underwriters and will likely be adopted 
at its soon-to-be-held meeting. 





MUST BE FILED BY APRIL 1. 





Rates on Dwelling and Barns Made By 
the Non-Board Companies Re- 
quired. 





The New York Insurance Depart- 
ment has issued the following circular 
letter to fire insurance companies do 
ing business in this State: 

Albany, Feb. 19, 1914. 

Dear Sir—Your company is requested 
to file with this department not later 
than April 1, 1914, the minimum an- 
nual and term rates adopted by your 
company for private dwellings, private 
barns, summer dwellings and apartment 
houses in force on April 1, 1914, in the 
villages, cities and counties of New 
York State. 

You are further requested to file 
with this department all subsequent 
changes in rates on the above classes 
of risks. 

If your company is a member of a 
rate-making association operating in 
New York State whose rates and forms 
are rigidly ahered to by your company 
a statement to that effect will be ac- 
cepted in lieu of the filing of the rates 
and forms above requested. 

Respectfully yours, 

(Signed) WILLIAM T. EBMMET, 


‘ 


FAVOR CONTINGENT. 





Eastern Union Would Give Additional 
Compensation to Agents in Sub- 
urban Exchange Territory. 





Provided such action would improve 
conditions in the territory of the Sub- 
urban Fire Insurance Exchange, the | 
Eastern Union favors granting 5 per 
cent. contingent in addition to the flat 
20 per cent. commission now allowed 
local agents in the field in question; 
the suggested advance to be coincident 
with an increase of brokerage upou 
suburban business to 15 per cent. in-| 
stead of 10 per cent. as now paid. 


The Union adopted a resolution cov- 
ering the above at its regular monthly 
meeting .at this city some days ago. 

It was announced at the gathering} 
that with the chimney flue and other | 
modifications adopted, the new dwelling | 
house schedule effective in New York | 
State on February Ist appeared to be 
giving general satisfaction, and the lo- 
cal agents at various centers, who had 
bitterly opposed the schedule in its 
original form, were now applying it in 
good faith. 

The Hand-in-Hand Underwriters, an 
adjunct of the Commercial Union, was 
elected to membership in the Union, 
Col. A. H. Wray, manager of the Com- 
mercial Union being its member of 
record. Secretary Edgar P. Luce, of 
the Franklin of Philadelphia, was like 
wise elected member of record for that 
Company in succession to the late 
President A. E. Duncan. 

The Connecticut Fire having recently 
joined the organization its vice-presi- 
dent William F. Howe, was present a! 
the meeting on the 19th for the firat 
time. 





WILL MODIFY HIS RULING. 





Insurance Commissioner of Michigan 
Likely to Change Present Views 
Upon Annexes. 





Detroit, Mich., Feb. 24.—It is taken 
for granted by fire insurance men of 
this city that the attitude taken by 
State Insurance Commissioner John T. 
Winship toward underwriters agencies 
in his general letter of late date, will 
be modified in the light of more 








thorough information had upon the 
subject. 

| 

COTTON INSURANCE ASS'N. 


‘March 10th is the date fixed upon and | 
New York city the place for holding} 
the annual meeting of the Cotton In- | 
surance Association. The policy of | 
the organization is directed by two) 
managerial committees; one known as 
the “Atlanta” and the other the “New 
York-Hartford” Committee. 





INCORPORATE IN SYRACUSE. 


George F. McKeough & E. P. Dunn, 
doing business as McKeough & Dunn, 
Syracuse, N. Y., have incorporated their 
business with a capital of $150,000. 





HEMINGWAY TO RETIRE. 


Clifton I. Stone, of Marion, Conn., has 
joined the Hemingway-Lewis Insurance 
Company, Southington, Conn., and will 
be manager.” John Hemingway, in the 
insurance business here for thirty-five 
years, will retire from active work, al- 
though retaining his interest in the 
Company. 





WITHDRAW FROM ALABAMA. 


The First National Fire and the Com- 
mercial Fire, of Washington, have with- 
drawn from Alabama. 


his leader. 


Home Office 
80 Maiden Lane, New York 


CONTINENTAL INSURANCE COMPANY 


OF NEW YORK 


A wise agent makes his strongest company 
That company is certain 
to be the Continental. 


HENRY EVANS, Fresident 


Western Office 
332 South La Salle St., Chicago 








Fidelity-Phenix Fire Insurance Company 
OF NEW YORK 





Ten thousand loyal agents prove the practical 
value of representing the Fidelity-Phenix 





Home Office 
80 Maiden Lane, New York 


HENRY EVANS, President 


Western Office 
137 South La Salle St., Chicago 








FIDELITY (FIRE) 


issued today. 


Home Office 
80 Maiden Lane, New York 





OF NEW YORK 


Backed by almost 
sources, the Fidelity Underwriters 
policy is the strongest fire policy 


Gross Combined Assets........ $42,215,116 
Policyholders’ Surplus.......... $23,589,661 


UNDERWRITERS 


illimitable  re- 


Western Office 
332 South La Salle St., Chicago 








MUTUAL RAISING MONEY. 
The Tompkins County Mutual Insur- 
ance Company, New York State, doing 
a general business has levied an assess- 
ment of 35 per cent. and it is said will 
make another levy later. 


LOCK TO ADDRESS CHICAGO MEN. 

United States Manager Frank Lock, 
of the Atlas Assurance Company of 
London, will address members of the 
Fire Insurance Club of Chicago on 
March 24th. His subject of address 
will be “Consideration of the Several 
Methods of Fire Insurance Business.” 


Charles Erk, of. Somerville, N. J. 
one of the old-time fire agents in that 
State, believes in representirg a few 
companies only. He took the agency 
for the Norwich Union thirty-two years 
ago. Next he got the German-Amer- 
ican; then, the Insurance Company of 
North America and the Fire Associa- 
tion in 1884; and, finally, the Boston 
Germania and National Union. 


ATTEMPT TO OUST AHEARN. 


An attempt to do away with the office 


of New York State Fire Marshal is be- 
ing engineered by scme members of the 
New York Assembly, who are enemies 
of Fire Marshal Ahearn. 


WITHOUT WATER PROTECTION. 


Frozen mains almost depleted the 
reservoir at Bennington, N. Y., some 
days ago, cutting off completely all fire 
protection from the residential section 
of t town In case of fire in 
the business district it was planned to 
use the steamer and pump direct from 


the trunk pipe. 


NEW AGENCY IN READING. 


Edmund L. Darling, tas opened an 
insurance office in Reading, Pa. For 
three years he was associated with 


Mengei & Mengel, of the same city. 
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BUMBT ON RATING PROBLBMS 


WORK. 





APPROVES CO-OPERATIVE 





State Should Support Present Tariff 
Organizations Says New York 
Insurance Superintendent. 





Maintaining that “‘in'the interest of 
stability and solvency somebody musi 
fix the minimum rates and enforce their 
observance,’ Superintendent of Insur- 
ance W. T. Emmet of New York, holds 
that the policy of the State should be to 
recognize rather than break up rate- 
making organizations. 

From the well considered and clearly 
expressed views of the superintendent 
upon the subject of Fire Insurance Rate- 
Making which appears in the newly is- 
sued fifty-fifth annual report of the De- 
partment we have culled the following: 

“In approaching the problem [fire in- 
surance rate-making] we immediately 
encounter certain basic facts which 
must constantly be remembered if we 
are to get very far along the path of 
sanity in our treatment of this prob- 
lem. One of these facts is that fer the 
protection and safety of this business 
—and not, as I firmly believe, for the 
purpose of exploiting the public in the 
slightest degree—the large fire insur- 
ance interests have found it absolutely 
necessary to enter into combinations 
for the purpose of making and main- 
taining rates. 

“The fact is, a stable insurance busi- 
ness cannot be ccnducted upon a hasis 
of open and acute competition. In this 
respect, the situation differs radically 
from that in .an ordiary mercantile 
business. The grocer, for instance, 
knows the price which he has to pay 
for his goods, and will avoid fixing a 
retail price so low as to endanger his 
solvency. But, in the case of insur 
ance, the indemnity is sold before the 
cost—that is the loss—is known, and, 
consequently, the seller of insurance is 
tempted in competition to reduce his 
price below what will prove to be the 
cost, measured by the actual loss sus- 
tained. This inevitable tendency has 
been thoroughly demonstrated in a so» 
rowful succession of rate wars, and it 
igs now pretty generally accepted as a 
fact by those most conversant with the 
insurance business that a condition of 
open competition is absolutely untenable 
practice, however it may be in theory, 
and that such condition simply cannot 
be made the basis for a stable system of 
insurance. The companies realized this 
fact sometime ago, and for protection 
against themselves commenced to enter 
into mutual agreements to maintain a 
given minimum scale of rates. It is 
these agreements that have been the 
subject of criticism and that have been 
declared illegal in the anti-compact 
States. 

Absence of Fixed Standards Causes 
Discrimination. 

“And yet in the interest of stability 
and solvency, somebody must fix the 
minimum rates and enforce their ob- 
servance. The condition in anti-com- 
pact States where rates are only ad- 
visory is undeniably bad. The absence 
of fixed standards results in discrimina- 
tion in favor of persons with influence 
and in the weakening of preventive 
work. There would seem, then, to be 
but two alternatives upon which tc base 
a stable insurance system: either (1) 


the State must assume the duty of 
fixing or approving minimum rates, 
or else (2) the State must allow the 


companies to combine for the purpose 
of making and maintaining rates and 
then satisfy itself by supervision or 
otherwise that this power is not being 
abused. 

“The latter alternative is the one 
which has been followed, up to a certain 
point, in New York. Recognizing the 
need for standard minimum rates, our 
State has recognized the rating bureaus 
as having a lawful existence, and thus 
has given at least its tacit approval to 


the principle of combining to maintain 
rates. Nothing is more evident, how- 
ever, than the fact that if the compan- 
ies are to be allowed to combine, and 
to that extent restrain competition. the 
State must reserve the right to regulate 
such combinations sufficiently to make 
certain that their rates are reasonable. 
In New York, therefore, the rating or- 
ganizations have been put under the 
supervision of the Insurance Depart- 
ment, which possesses power, under the 
present law, to order a rate change 
when there shall appear to be discrim- 
ination between it and risks of essen- 
tially the same hazard, but which as 
yet has no power whatsoever to pass 
upon the reasonableness of a rate in 
relation to those charged upon dis- 
similar risks. 

“This is as far as New York has gone 
at present toward the control of rates, 
and in my judgment the progress we 
have made, such as it is, has been in 
the right direction. Our conditions here 
are better, I think, than those existing 
in parts of the country where anti- 
compact laws—flying in the face of that 
natural evolution which is taking place 
in our business affairs—are in effect. In 
recognizing, rather than in trying to 
break up rate-making organizations I 
think we are on the right track. But 
I think, also, that it would be an un- 
worthy and shortsighted attitude for 
New York to take, to refuse to co-oper- 
ate with other States in their efforts 
to solve this problem satisfactorily 
merely because conditions here in the 
rate-making field may not be quite as 
disturbed as they are elsewhere. The 
insurance interests of New York are so 
important that the attitude of New York 
toward insurance problems is more near- 
ly national than sectional. Hence it is de- 
sirable, I think, that this State should 
interest itself in the rating problem in 
a large way, in the hope of helping to 
solve it right and so placing the insur- 
ance carriers in a permanently right re- 
lation to the insuring public.” 


MIDDLE DEPT. COMMITTEES 


FOR 





CHAIRMEN YEAR 1914. 





G. A. Russell Heads Rules—H. P. Whit- 
man, Schedules—A. L. Mooney, ; 
Sprinkler Risks. 





A complete list of the chairmen of the 
District Committees of the Underwriters’ 
Association of the Middle Department 
for 1914 follows: 

Adams County, Pa.; Russell Gilipin; 
Allegheny County, Pa. G. G. Plyer; 
A'legheny and Garrett Counties, Ind., 


Robert E. Michaels; Anne Arundel 
County, Md., E. S. Adams; Armstrong 
County, Pa., Charles H. Knoche; At- 


lantic County, N J., George A. Clarke; 
Baltimore, C. J. Irvin; Baltimore 
County, Md., H. A. Robier; Beaver 
County, Pa., J. D. Talley; Bedford 
County, Pa., A. G. Crawshaw; Berks 
County, Pa. Frederick L. Holman; 
Bergen County, N. J., Russell M. Young; 
Herkeley, Jefferson and Morgan 
Counties, W. Va.. F. I. Mosher; Blair 
County, Pa., George Brinley; Bradford 
and Sulliva1 Counties, Pa. G. E. 
Donahue; Burlington County, N. J., G. 
Hope Miller; Butler County, Pa., Fiea 
D. Blessmeyer. 
A. G. Hancock’s Prominent Territory. 
Calvert, Charies and St. Marys 
Counties, Md.; A. G. Hancock; Cam- 
bria County, Pa., J. R. Creamer and J. 
T Trout; Canieron and Elk Counties, 
Pa., Paul L. Haid; Cape May County, 
N. J., William P. Long; Carbon County, 


Pa., Howard %&. Woolman; Carroll 
County, Md., Harry Y. Chatterley; 
Center County, Pa., C. E. Titsworth; 


Clarion County, Pa., Nevin N. Huested; 
Clearfield County, Pa., J. H. Bonney and 
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the chronicles of men who hay 
cies of most trying situations 
selves in a manner entitling 


Francisco in excess of $1,000 


representatives and thousan: 


“PROTECTOR.” 


The history of the American Nation is replete with 


“PROTECTORS OF THE PEOPLE.” 

So, too, have institutions rendered sterling service to 
the public. There has never been a flaw in the good 
name of the National Union Fire Insurance Company— 
the company that when six years old paid losses in San 


than its combined capital and surplus at that time. 
The operations of the National Union have been 
conspicuous for fair dealing with policy holders and agency 


ing this, recognize the NATIONAL UNION asa 





e risen to meet the exigen=- 
and have acquitted them= 
them to the encomium— 


,000.00—an amount larger 


'‘s of claimants, in attest- 











PROTECTORS 



































Fred M. Bleuit; Clinton County, Pa., 
M. J. Richards; Columbia and Montour 
Counties, Pa; F. O. Beitel; Crawford 
County, Pa. A. F. Sanford; Cumber- 
land County, Pa., Fred E. Benjamin; 
Cumberland ani Salem Counties, N. J., 
John E. Thompson. 

Dauphin County, Pa., Henry P. Whit- 
man; Delaware State, Benjamin Bevier; 
Eastern Shore of Maryland, Benjamin 
Revier; Erie County, Pa., H. C. Chase; 
Essex County, N. J., D. H. Collinson; 
Fayette County, Pa., P. C. Burnham; 
Franklin and Fulton Counties, Pa., 
George A. French; Frederick and Wash- 
ington counties, Ind., Charles M. Kerr. 

Gloucester County, N. J., W. S. An- 
derson; Greene County, Pa. W. C 
Perry: Harford County, H. T. Poor; 
Howard County, Md., W. C. Poe, Jr.; 
nunterdon County, N. J, E. R. Buhler; 
Huntingdon County, Pa., S. M. Wilson; 
Tndiana County, Pa.; George R. Fulton; 


Jefferson County, Pa., C. M. Tyler; 
Juniata and Perry Counties, Pa, 
Charles D. Hubbard; Lackawenna 
County, John J. Babcock and J. M. 
Woodroffe. 

Lancaster County, Pa., A. N. Hamil- 
‘on; Lawrence County, ~~, &. We 
Siprell; Lebanon County, Pa., F. H. 


Walker; Lehigh County, Pa., R. H. M. 


~tuart; Luzerne County, Pa., John M. 
Holmes and G. A. Russell, Lycoming 
County, Pa., J M. Stoney; McKean 


County, Pa., Charles S. Kremer; Mercer 
County, N. J., James M: Hodges; Mer- 
cer County, Pa, Joseph P. Fisher; 
Middlesex County, N. J., W. E. Brew- 
<ter and George A. Clarke; Mifflin 
County, Pa. A. F. O’Daniel, Mon- 
‘south County, N. J., Charles M. Slo- 
cum and W. C. Hall; Monongahela 
Vall-y, Pa., Free G. Krueger; Mont- 
;omery County, Md., William Y. Young, 
Morris County, N. J., Thomas J. Lash- 
er; Northampton County, Pa, W. G. 
Munroe; Northumberland County, Pa., 
Oswald G. Boyle: Ocean County, N. J., 
Clayton Plait, Jr.; Passaic County, 
Frank M. Taylor, James Westervelt 
and C. C. Baxter. 


Philadelphia Suburban. 


Philadelphia Suburban, C. J. Irvin; 
Votter County, Pa., William G. Mockett; 
Prince George’s County, Md., H. E. 
Reisinger; Schuylkill Couaty, Pa., H. A. 
Miller; Snyder and Union Counties, Pa., 
W. G. Kent; Somerset County, N. J., 
Tames Keeley; Somerset County, Pa., 
F. K. Patterson; Susquehanna and 
Wyoming Coun:ies, Pa., H. ©. Rora- 
baugh; Sussex County, N J., Frank 
Bancroft; Tioga County, Pa. E. A. 
Morrell. 

Union County, N. J., Charles F. En- 
ferly and J. Arthur Pulsford; Venango 
County, Pa., Lloyd V. Watkins; Warren 
County, N. J., Herbert A. Richards, Jr.; 
Warren and Forest Counties, Pa., H. 
W. Chapman; Washington County, Pa, 
A. Y. Findlay; Wayne, Monroe and 
Pike Counties, Pa., E. S. Joseph; West- 
moreland Cyounty, Pr., D. C. McKe.way. 





NATIONAL GETS ANOTHER. 





Hartford Company Buys Substantial In- 
terest in Forest City Fire 
of Rockford. 





Through stock purchase the National 
Fire of Hartford has secured a very 
substantial interest in the Forest City 
Fire, of Rockford, Ill., an old establish- 
ed and highly regarded company of the 
middle West; a connection that will 
materially benefit all parties con- 
cerned. 

The present management of the For- 
est City will continue, the National hav- 
ing representation upon its directorate 
and advising as to the general business 
policy. 

Negotiations in the transaction were 
conducted on behalf of the National 
Fire by Vice-President H. A. Smith, and 
General Agent Fred S. James, the latter 
of Chicago. 
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| Now Jersey 1913 Premiums and Losses 











New Jersey Com — 
913 


Premiums 
Received. 
American, Newark $190,636 
Atlantic City ..... 37,253 
CE soc cwensds 182,623 
SS nxtiini woes 5,128 


Firemen’s, Newark 223,030 
Newark, ‘Newark . 132,388 
New Brunswick 
N. Jersey, ‘Newark 102,027 


Seaboard, At. City 6,133 
Standard, Trenton 125,310 

Companies of Other 
Aetna, Hartford $170,369 
Agricultural ...... 49,269 
rere eee 38,423 
Allemannia ....... 40,471 
Aimanes, PR. is. 20,159 
Amer. Cent., Mo. .. 40,541 
Am. Druggists, O. 6,973 
Arlington, D. of C.. 1,360 
Assurance, 'N. Y... 7,804 


Boston, of Mass. .. 70,249 


Buffalo Comm. 8,009 
Buffalo-German 15 921 
Caledonian-Amer. 1,470 
Capital, \N. iH. 9,822 
Central Nat’ ..... 4,971 
Central Union 16,394 
Citizens, Mo. ..... 26,557 
Citizens, Md. ..... 23.719 
City cf ‘(New York 25,623 
Colonial, \N. Y. . 4,406 
Columbia Nat'l 1,046 
Commerce, N. Y. . 19,779 


Comm. Union, N. Y. 10,714 


Commonw’th, N. Y. 38,871 
Concordia, Wis. 36,719 
Connecticut 94,816 
Continental 244,819 
Comite, Tai. <asss 24,749 
Detroit, F. & M... 15,308 
Detroit National 6,245 
ee eee cases 2,246 
Equitable, R. I. . 14,698 
Farmers, York .... 42,925 
Fidelity-Phenix 179,211 
Fire Asso., Pa. . 173,634 
Firemen’s Fund ... 84,679 
Firemen’s, D. of C. 4,171 
First Nat’l, D. C. .. 19,832 
Franklin, Phila. 68,984 
German-Alliance 28,102 
Ger.-Amer., 'N. Y. . 358,337 
yerman-Amer., Pa. 10,070 
German, Pitts. 9,837 
German, Peoria 18,476 
German, W. Va. 8,022 
yermania, N. Y. .. 162,165 
2 ie Seer 42,835 
Glens Falls ...... 83,254 
Globe & Rutgers, N. 
Ae ee SRE 113,638 
Granite State 22,135 
Hamilton, N. Y. ... 3.915 
oo rrr 79,406 
er 443,606 
Home, New York.. 409,879 
Humboldt, Pa. 29,606 
Independence ..... 4.124 
Insur. Co. of IN. A. 184.462 
Insur. Co. State of 
ear 72,550 
International, N. Y. 144,979 
L&bL. &G. N.Y. 2,577 
Massa., F. & M. 26,895 
Mechanics, Phila. 9,752 


Mechanics & Traders, 
Latonia -- 21,331 


Merchants’, N. Y... 9,383 
Michigan, Conn. 18,406 
Milwaukee Mech. 39,654 
Michigan, F. & M.. 6,316 
Minn. F. & M...... 1,003 
National-Ben 

a rere 42,602 


National, Hartford 250,490 


Nat’l Lumber, IN. Y. 6,945 
Nat’l Union, Pa. 77,210 
New Hampshire .. 101,037 
OO errr ree 176,667 
N. B. & M., N. Y.. 38,183 
Northern, N. Y. ... 41,778 


North River, N. Y.. 113,439 





Losses 
Paid. 
$43,910 
3,547 
86,905 
176 
65,030 
55,805 
20,189 
48,902 
2,186 
58,979 
States. 
$74,412 
23,820 
23,531 
29,533 
12,617 
24,085 
3,808 
1,002 
2,121 
68,649 
11,274 
13,919 
360 
3,975 
8,002 


168,393 
7,703 
4,626 
5,821 

39,91 
23,018 
37,308 


91,645 
13,823 
2,280 
51,419 
211,987 
233,053 
32,936 
2,237 
95,928 


53,845 
106,155 
402 
25,938 
5,931 


9,797 
3,292 
18,913 
23,210 
3,913 


33,447 
83,810 

4,154 
44,118 
63.104 
67,183 
20,964 
14,658 
54,86€ 


Northwestern ‘Nat'l, 





SS ee 26,451 10,694 
Ohio Farmers, Le 

| EE RR 26,620 7,357 
Old Colony, Mass. . 16,843 20,838 
Orient, Conn. 28,940 12,791 
Sere 36,068 25,801 
eae 13,777 7,540 
Pennsylvania ..... 138,951 98,865 
People’s Nat., Phil. 24,514 25,113 
Phoenix, Conn. . 132,701 78,593 
Pittsburgh, Pa. (,385 6,907 
Prov.-Wash. R. I. 68,034 43,670 
Prudential - 16,787 20,194 
Geese, me, FT. 15.5 113,334 66,302 
Reliance, Phila. 3,976 9,379 
Rhode Island ..... 30,604 16,819 
Richmond, \N. Y. .. 18,037 8,709 
Security, Conn. .. 40,172 18,166 
Springfield, F. & 

By. cobain eteusuns 169,310 86,482 
St. Paul. F. & M 83,882 43,684 
Standard, Conn. .. 23,202 5,69% 
Sterling, indiana 33,021 13,193 
Stuyvesant ........ 65,318 34,534 
Teutonia, Pa. ..... 48 685 42,764 
Se, Es Wesice cad 9,680 4,60 
United Firmens, Pa. 20,202 12,974 
United States, N. Y. 43,156 19,674 
Vulean, N. Y. .... 3,172 5,296 
Westchester, N. Y. 164.702 77,256 
Western, Pa. ..... 18,396 16,018 
Foreign Comeanies, U. S. Branches 
Aachen & Munich. $62,840 $33,773 
Atlas, London 58,208 23,558 
Balkan, Sotia ..... 95,093 54,905 
British-America 29,807 12,566 
ear 99,253 47,002 
Caledonian, Scot. .. 52,214 15,742 
Century, Scotland 16,692 6,710 
Cologne, Germany 53,527 21,470 
Commercial Un. 118,589 81,379 
Fire Reassurance, 

See 29 326 
Frankona, Ger.... 5,732 
General, Paris 6,505 
Hamburg-Bremen 48 ,22y 
Jakor, Moscow 74,047 
Law Un. & Rock.. 10,539 9,12) 
L. & Lan. & G.... 496,447 192,457 
London. Assur. 94,924 43,196 
Lon. & Lance. ..... 54,741 27,955 
Minerva, Cologne 23,044 8,774 
Munich, Germany . 285,566 190,266 
Nationale, France 17,248 11,378 
Netherlands ...... 8,276 ates 
‘Nord-Deutsche 33,410 21,481 
ie Sf ae 212 557 126,797 
Northern, London 148,962 72 900 
Northern, Moscow 58,034 28,50 
Norwich Union ... 2.268 28,462 
Palatine, England 22 160 18,889 
Paternelle, France 30,366 <eens 
Phenix, France .. 19.722 8,014 
Phoenix, London 197,499 49,406 
Prussian Nat’l 31,761 9 835 
Rossia, Russia 196,999 111,997 
SE gene's chat sg. Sle 202 455 123,817 
Royal Exchange 63.945 33,877 
Salamandra ....... 709,169 74,047 
Scottish U. & N.... 144,278 6 118 
Second Russian 43,667 eile 
a ea 42.688 30,984 
South German Re. 23,675 16,643 
Sun, London . - 145,474 63.895 
Svea, Gottenburg 32,113 16,768 
Swiss National 42.989 20,794 
Union, Paris 17,531 11,261 
ee 13,799 1,179 
Warsaw, Russia 26,589 14,640 
Western, Toronto . 34 623 17,608 
Foriashine. ....00005 22,882 5,260 





NEW YORK FIGURES OF ATLAS. 

Through a regrettable clerical error 
in the table printed in last week’s issue 
of this journal, the Atlas Assurance 
Company of London, was credited with 
having received but $146,806 in pre- 
miums in New York State during 1913, 
whereas the figures should have read, 
$228,524. The losses incurred were 
$115,931. 

The Atlas has a well selected agency 
force in the Empire State, and the busi- 
ness had from it is of excellent quality. 


ANNUAL MEETING OF 
NEW JERSEY AGENTS. 


(Continued from page 1.) 


ledge of the business. The Expert made 
changes only when it was the consen- 
sus of opinion of companies and agents 
that they should be made. He told of 
the flood of applications for ratings and 
said that he was handicapped because 
he could not get enough competent as- 
sistance. 

Mr. Brown thought that he knew 
many agents wanted to ask questions 
about rates on dwelling houses. The 


W. Meredith Dickinson, 
the New Jersey Association of Fire 
Underwriters. 


President of 





rating office now has in preparation a 
schedule for rating such property 
which would soon be filed. 

“I am now ready to answer questions,” 
he said. 

For a moment there was silence. 
Then a local asked for an interpreta- 
tion of the meaning of the term “farm 
property.” Mr. Brown said that the 
same question had been put by the New 
Jersey Insurance Department. It was 
not so easy to define. He took the mat 
ter up with forty companies and many 
agents. No two had the same opinion. 
He has drawn up his owr cefinition, 
which he will submit to Commissioner 
La Monte. 

“A farm, in my opinion,” said Mr. 
Brown, “is a risk where produce is 
raised for sale. Some would !ike to ex 
clude estate property. That is a dis- 
crimination. Those rich, influential 
gentlemen farmers certainly have what 
can be termed a ‘similar risk;’ and 
should not pay less than the reai, old- 
fashioned farmer.” 

W. Meredith Dickinson President. 

The regular business session was 
short. When an attempt was made to in- 
troduce the subject of underwriters’ 
agencies it was pointed out that the as- 
sociation already has resolutions on its 
records, protesting against multiple 
agency appointments. A suggestion 
that the question of a universa! scale 
of commissions to agents be referred to 
the Executive Committee was met by 
“the protest that the committee had no 
power to act in the case. This discus- 
sion was quickly shelved, nothing com- 
ing out of it. Action on a brokers’ 
qualification bill was also postponed. 

W. Meredith Dickinson was elected 
president of the association. He is one 
of the brightest young insurance agents 
in, the State, and lives in Trenton. H 
Merchant Meeker, of Elizabeth, was 
elected first vice-president; Frank B. 
Ileller, of Newark, second vice-presi- 
dent, and Fred J. Cox, of Perth Amboy, 
secretary and treasurer. Mr. Cox held 
these offices last year, and represents 
the hustling, aggressive young elemeuxt. 
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The Trenton underwriters were hosts 
at a luncheon in the Hote] Sterling fol- 
lc wing the business meeting. President 
Dickinson was toastmaster. 


Speech of President of New Brunswick 
Fire. 

Gecrge A. Vielhmann, president of the 
New Brunswick Fire, made a stirring 
address in which he uUecclared that the 
local agent must be the bulwark to stem 
the tide of monopoly in the insurance 
business. He made a plea for the zmall 
company, saying that it had a distinct 
value to the local agent. He protested 
against the indiscriminate a,pointment 
cf local agents and the greed for pre- 
miums. He told of one large company 
which appointed three agents in a small 
New Jersey town. 

At the end of the year the company 
Was engaged in trying to force the col- 
lection cf accounts. It had a 500 per 
cent. loss ratio for the year in the 
town. The New Brunswick Fire does 
not care for new business just because 
it increases premium volume, said Mr. 
Viehmann, 

He found once tha 
p:anted in eighty-eight cities in one 
State. He went there and reduced the 
number of agencies to sixteen. The re- 
sult was that they wrote $33,000 in pre- 
miums, with $10,000 in losses. He did 
no‘ think that in a State of small cities, 


the Company was 


such as New Jersey, there should be 

30 companies represented. 

Henry H. Putnam, secretary of the 
National Association of Local Agents, 
argued for national co-operation. He 
told how the Association was Aelping 
all lecal agents, particularly in the 


niatter of protecting territorial and re- 
newal rights, and in bringing about 
universal forms and reports. He figured 
that the value of agency plants had been 
increased $100,006,000 in America 
through the activities of the National 
Association cf Local Insurance Agents. 


A PROTEST FROM ALABAMA, 


Re-Insurance of Business of Other 
Companies By Globe & Rutgers 
Raises Issue. 


The Alabama Insurance Department 


has made public some correspondence 
it has had with the Globe & Rutgers 
Insurance Company, of New York, in- 


the endorsements 


on pclicies in companies sometime since 


volving question of 


re-insuring Alabama business in the 


Globe & Rutgers. 


that the Com 
pany has taken the position that it will 
not consent to endorsements of any 
nature con such policies. The Globe & 
Rutgers has written the following letter 
to the Alabama Department: 


This whole matter is simply one 


The Department says 


of policy on the part of this com- 
pany, of which of course we must 
be the sole judge * * * You may 


inderstand this matter better when 
1 explain to you that on our own 


policies the following is and al- 
ways has been the rule 
First: When the property is sold 


we have always charged short rate 
cancellation, unless we wish to per- 
petuate the business with our com- 
pany, in which case we generally 
policy short rate 

Second: When property is trans- 
ferred from one location to another 
we always expect short rate can- 
cellation; and very often even if 
we re-write the property at the 
other location. 

Third: In case that we do not 
care to assume the risk at the new 
location, or do not care, for rea- 
sons of our own, to insure the new 
owner, we always cancel the old 
policyat short rate 

This, as far as I know, is 
practice of every other fire 
ance company, and always 


been. 


the 
insur- 
has 
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| BROKERS’ ACTIVITIES | 


MORE BROKARS 10 SIGN PLEDGE 


PLEASED BY COMMITTEE ACTION. 
Cloeer Co-operation Between New York 
Brokers’ Association and Suburban 
Exchange. 











From present indications it would 
seem that the situation in connection 
with the affairs of the Suburban Fire 
Insurance Exchange and the New York 
Brokers’ Association are to be much im- 
proved. It is a well-known fact that 
some members of the Suburban Ex- 
change have not been observing their 
obligations with respect to payment of 
commissions. It is also a fact that many 
brokers who have signed the suburban 
pledge have not observed their obliga- 
tions under the same, while scme of the 
most important brokers have refused to 
sign the vledge because they did not 
feel that it was just to them to do so 
and accept 10 per cent. commissions on 
suburban business, while so many 
brokers were receiving larger commis- 


sions, either through the agency ap- 
pointments or by violation of their 
agreement. 


This condition of affairs led to a dis- 
cussion of the matter at a meeting of 
the New York Brokers’ Association sev- 
eral months ago when it was the sense 
of the meeting that the brokers’ asso- 
ciation should do what it could in the 
interest of good practices and to remedy 
the situation. This led to a resolution 
calling for the appointment of a com- 
mittee to confer with the Suburban Fire 
Insurance Exchange. 

Later, this conference was held, and, 
as a result the executive committee of 
the Suburban Fire Insurance Exchange 
has recommended the increase of com- 
missions of from 10 to 15 per ¢gent., as 
was exclusively printed in The Eastern 
Underwriter at the time. [It would 
seem that the efforts on the part 
of the brokers’ association with the co- 
operation of the Exchange should bring 
about a satisfactory condition of affairs. 
In the suburban area, for twenty-five 
or thirty miles around New York city, 
the New York broker is as important 
a factor ag is the agent in connection 
with the business in such area. 

Many New York brokers reside in 
this territory, securing a large volume 
of business because of such residence. 
On the other hand, many manufactur- 
ers, merchants and others, doing busi- 
ness in the metropolis, and living in 
the suburban territory, have always pre- 
ferred to have their New York broker 
attend to their business located in their 
home town in preference to the local 
agent. Thus, the broker gets the busi- 
ness coming and going. The brokers 
maintain that they bring the business 
to the companies clean and without the 
expense attached to an agency. They 
say that under the circumstances it is 
not fair that they, trained in the in- 
surance business, and giving the service 
they do, should accept 10 per cent. when 
the agent gets 20 per cent. They also 
maintain that they devote themselves 
exclusively to insurance while in many 
cases the agent has several collateral 
lines of business to help out his expense 
account, which, in any event, is not so 
large in the suburban district as it is 
in New York city. 


Clerks Can’ t Collect Brokerage. 
Chicago insurance clerks are indig- 
nant because they are no longer entitled 
to collect commissions on insurance 
they succeed in placing. 


SEEK DATA FROM BROKERS 


REQUEST OF NEW YORK FIREMEN 








Want Record of All Business Placed 
With Non-State Companies Sub- 
ject to Tax. 





insure the 
two per cent. 
the Firemens ASs- 
York, 


In order to 
payment of the 
luwed under the law, 
scciation of the State of New 


has asked all brokers to supply certain 


necessary data. 

The su.stance or the 
contained in the following 
appearing ir tne communication: 


request is 
paragraph 
Sec- 


tion 136 of the Insurance Law of the) 
“requires you to report to each | 


Slate 
oi the fire departments of the State 
o! New York in whose territory you 
rave written policies, within ien days 
efter effecting such insurance, the 
facts as to each policy so placed by 
you, and ‘ncludes: The name of the 
acent writing the policy; the name ot 
the insured; the company in which 
the policy is written; the date suci 
insurance was written; the amount of 
the policy: the premium paid and the 
precise location of the properiy.” 

Business located in New York, 
Brooklyn, Albany and Buffalo is ex- 
empt froin the provision requirement, 
such centers maintaining fire insur- 
ance patrois. 

If the data callec for is to te sup- 
plied according to the letter of the 
law brokers handling much outside 
business will be put to considerable 
expense and trouble, and it is prob- 
able that they will seek a ruling from 
the Insurance Department upon the 
subject at once. 





FIRST NATIONAL FIRE. 


Upon a conservative valuation basis 
the First National Fire, of Washington, 
D. C., reports total assets on cuamaty 
1, 1914 of $1,630,979, of which $1,372,616 
is surplus to policyholders. 

The Company is the largest fire in- 
surance organization in the District of 
Columbia, and its management is using 
every care in the selection of local 
representatives in all states where it 
is licensed. 





MILLION DOLLAR COTTON LOSS. 


Over 15,000 bales of cotton in transit 
were destroyed by fire at Clinton, Texas, 
a few days ago, the loss being fully a 
million dollars. One-half the line was 
carried for the marine companies by 
the Cotton Insurance Association. 

Officers of the Glens Falls Insurance 
Company were re-elected at the annual 
meeting last week. 





SOCIAL INSURANCE. 





Civic Federation Organizes Department 
With Help of George W. Perkins 
and Other Prominent Men. 





The National Civic Federation has 
organized a social department for in- 
surance of employes against injury, for 
widows and orphans of workers, and 
to provide sick end death benefits. A 
committee on plans and scope has been 
named, including Frederick Hoffman, 
chairman; Sidney Blumenthal, M. W. 
Alexander, J. L. Sullivan, J. N. Red- 
fern and C. L. Close. Arrangements 
will be made for an investigation of 
social insurance in Europe. 

George W. Perkins has been an active 
figure in orzanizing the National Civic 
Federation’s insurance department. 





JOHN C. PAIGE CO. 


INSURANCE 
65 KILBY ST. BOSTON, MASS. 








SPECIAL 


One Half Broiled Partridge 
with Baked Yams 60c. 


FARRISH’S CHOP HOUSE 
CORNER JOHN AND WILLIAM STREETS 





PATCHOGUE COLLECTS TAX. 


The percentage tax collected this 
year by the Patchogue, (L. I.) fire de- 
partment from the foreign fire insur- 
ance companies operating in the com- 
munity amounted to $273.77. 





| 
complete 
tax al | 


TWO HUNDRED AND FOURTH VFAR 


SUN 


INSURANCE OFFICE OF LONDON 


FOUNDED 1710 








UNITED STATES BRANCH: 
54 Pine Street - New York 


WESTERN DEPARTMENT: 
39 South La Salle Street - Chicago 
PACIFIC DEPARTMENT: 


N. W. Cor. Sansome & Sacramento Sts. 
San Francisco, Cal. 














E. S. ALL‘ N 





‘The Leading Fire Insurance Company of 
mztrica”’ 


CASH CAPITAL - $5,000,000.00 ; 
WM. B. CLARK, President 
‘ice-Presidents 


HENRY E. REES A. N. WILLIAMS 7 
Secretary 
E. J. SLOAN 


Assistant Secretarie 
GUY = “BE ARDSLEY 
RALPH B IVE 


W. F. WHITTELSEY, Marine Secretary 




















THE HOME 


INSURANCE COMPANY 








seg Avoids controversies and disagreements if practicable; if not, 
pacifies or reconciles if possible; rectifies if justifiable, and 
never fights in court if rer 


ELBRIDGE G. SNOW, President 


NEW YORK 


Fire, tnbote. Windstorm, Automobile, 
Parcel Post, Tourists’ Baggage, Marine, 
Sprinkler Leakage, and Registered 
Mail Insurance 





North British 


and Mercantile 


Established 1809 


Insurance Co. 


Entered United States 
1866 








Since 1866, when the North British & Mercantile entered the United 
States, 1,833 Fire Insurance Companies have failed or retired 








CHAS. H. POST, U. 8. Mgr. 





Caledonian Insurance Co. of Scotland 


FOUNDED 1805 
“ THE OLDEST SCOTTISH INSURANCE OFFICE” 
UNITED STATES HEAD OFFICE 
Caledonian Building, 50-52 Pine Street, New York 
R. C. CHRISTOPHER, Asst. U. S. Mgr. 


NEW YORK CITY OFFICE 
Golden Hill Building, 59 John Street, New York 
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NEW JERSEY NOTES 
PULL TEXT OF RIGHARD’S BILL 


NOT OUT OF COMMITTEE 








vET 


New Jersey Fire Insurance Rates Must 
Be Fixed By Individual In- 
surers, Says Assemblyman. 


The Richards Bill which proh:bits 
rate making by comp:+t, is still in the 
Committee of Banks and In:urance at 
Trenton. The complete text of the bill 
follows: 


Be it enacted by the Senate and Genera! 
Assembly of the State of New Jersey: 

1. Section one of the act to which this 
is an amendment, be and the same is here 
by amended so as to read as follows: 

1. No corporation, firm, association, it- 
dividual or aggregation of "individuals, here- 
inafter called “‘insurer,’’ doing the busi. 
ness of insurance within this State shall 
fix or make any rate or schedule of rates, 
or charge, demand, collect or receive, dl- 
rectly or indirectly, or through any special 
rate, tariff, drawback, rebate, concession. 
device or subterfuge, a rate for insurance, 
which discriminates unfairly between risks 
within this State of essentially the same 
hazard. For the purposes of this act, tne 
insurer shall divide such risks into classes 
of the same general hazard and shall fix 
a rate or rates of insurance to be charged 
for the insurance of risks in such classes. 
The rates so fixed shall be filed with the 
Commissioner of Banking and Insurance 
by the insuier and any change in such 
rates, shall be filed within five days after 
the making of such change. 

Every such insurer shall, 
after written demand therefor, furnish to 
any person, upon whose property or risk 
a rate has been made by said insurer, or 
to his authorized representative, full in- 
formation as to such rate, and if such prop- 
erty or risk be rated by schedule applying 
particularly to each risk, a copy of such 
schedule, and shall provide such means as 
may be approved by the Commissioner of 
Banking and Insurance whereby any per- 


within ten days 


son or persons affected by such rate may 
be heard on an application for a change 
in such rate. Whenever it is made to ap- 
pear to the satisfaction of the Commis- 
sioner of Banking and Insurance that any 
such rate or amendment thereof discrim- 
inates unfairly between risks within this 


State of essentially the same hazard or that 
any insurer has made any insurance with- 
in this State at any rate not in accordance 
with the schedule or amendment thereof 
filed by it, he may, after a full hearing, 
either before himself or before any 
salaried employe of the Department of 
Banking and Insurance whose report he 
may adopt, order such discrimination re- 
moved, or such mate corrected; and all 
such insurers affected thereby shall forth- 
with comply with such order; nor shall 
such insurers or any of them remove such 
discrimination by increasing the rates on 
any risk or class of risks affected by such 
order unless it is made to appear to the 
satisfaction of the Commissioner of Bank 
ing and Insurance that such increase is 
justifiable. 

This supplement shall not apply to any 
contract of life insurance, nor to any con- 
tract of insurance upon or in connection 
with marine or transportation risks or has- 
erds other than contracts for automobile 
insurance, nor to contracts of insurance 
upon property or risks located without this 
State, nor to contracts of title Insurance 
or mortgage guarauty. 

2. Insert a new paragraph to 
follows: 

2. No two or more insurers shall combine 
or agree together by any means whatso- 


read “6 


ever to fix a rate of insurance.nor shall | 
any insurer enter into any combination or 
agreement whereby a uniform rate of in- 
surance shall be established or maintained 
or whereby free competition in rates or 
otherwise tween such insurers sball in 
any manner be restrained. 

It shall be lawful for two or more in- 

surers, by written agreement, to establish 
a bureau or agency for the purpose of as- 
certaining and reporting upon the condi. 
tion or physical aspect of any risk and for 
the inspection of such risks; provided, how- 
ever, that such agreements establishing | 
such agencies or bureaus shall be first ap-: 
proved by the Commissioner of Banking 
and Insurance and such agreements shall 
at any time be subject to alteration or Te: | 
cision by such commissioner. 
3. Insert a new paragraph to read as ad 





lows: 

3. Nothing herein contained shall be con- 
strued as permitting any such agency or! 
bureau to suggest either directly or in- 
directly, any rate to be charged for insur- 
ance by any insurer nor shall any such 
agency or bureau by any device whatsoever, 
seek to publish, establish or advise any 
insurer to charge any certain or approxi- 
mate rate or in any manner restrain com- 
petition in rates of insurance. Any offi- 
cer, director or agent of any such Insurer 
or such agency or bureau, who shall offend 
against the provisions of section two or sec- 
tion three of this act, shall be guilty of a 
misdemeanor. 

4. Change the number of section two of 
the act to section four so as to read as 
follows: 

4. Any insurer, agent, expert, person or 
corporation violating any of the provisions 
of this act shall be subject to a penalty of 
five hundred dollars for each and every vio- 
lation to be sued for and recovered by the 
Commissioner of Banking and Insurance, or 
by any citizen of this State and paid to the 
State Treasurer. 


LOSS TOTAL TO COMPANIES. 

It is now reported that the companies 
covering upon the ketchup manufactur- 
ing plant of Harry L. Powers, at Shrews- 
bury, N. J., burned a few days ago, will 
pay a total loss, the salvage being prac- 
tically nil. Insurance upon the prop- 
erty (long famous as the Hazard plant), 
aggregates, $96,500; apportioned ag fol- 
lows: Building,, $33,750; machinery, 
$10,000; stock, $52,750. The line was 
placed by W. H. Houston, Red Bank. 





ROGER MURRAY ILL. 

Roger Murray, the former president 
of the New Jersey Association of Fire 
Underwriters and a leading agent in, 
Plainfield, N. J., is suffering from 
nervous prostration. 





NEW JERSEY APPOINTMENTS | 

Alliance, Stoutenburgh and Stoutenburgh. 
Newark: Lyndon EB. Stoutenburgh, Newark; 
Frederick H. Turner, Sewrren. 

Citizens, C. Aitfred Burhorn, Hoboken; 
William H. Burkhardt, Camden. 

Commonwealth, Gardner Creede 
Albert G. Voight, Jr.. East Orange. 

Detroit Fire ana Marine, Mason Young, 
Jr.. Short Hiils. 

Fidelity-Phenix Fire Insvrance Company, 
Flindell & Company. Newark. 


and 





Franklin, Bowne & Bowne. 

German. of Peoria, Arthur J. Shadek, 
Jersey City. 

Glens Fal!s, L. Theodore Everett, Jersey | 
City. | 

Globe & Rutgers, Truman T. Pierson, | 
Metuchen. } 

Home. Michael J Kirvy, Newark, John R | 
Stack. Newark. | 

Michigan Fire & Marine. Mason Young, | 
Jr.. Short Hills. | 

National Fire, Kraft & Haines, Camden. 


Niagara, Mason Young. Jr., Short Hills. 
Norwich Union, Ralph V. M. Gorsline, New 
Brunswick. 





Cc 


LOGUE BROTHERS & Co. |) 
307 FOURTH AVE., PITTSBURGH, PA. 


General Agents for Pennsylvania 
REPRESENTING 


MICHIGAN COMMERCIAL INSURANCE CoO. 
IFORNIA INSURANCE CO. 

VIRGINIA FIRE & MARINE INSURANCE CO. 
MILLERS NATIONAL INSURANCE COMPANY. 
OHIO FARMERS INSURANCE CO. 


THE 

















Capital Stock - - 
Liabilities - - - 
Special Resefve Fund 
Net Surplus - - 


Total Assets - 


P. L. HOADLEY, President 
Cc. E. SHELDON, Vice-President 





FIRE, TORNADO & AUTOMOBILE INSURANCE 


American of Newark 


Chartered in 1846 


- $1,000,000.00 
- 5,452,043.92 
- 300,000.00 
- 3,252,859.29 


- $10, 004, 903.21 





C. W. BAILEY, Secretary 
F. HOADLEY, Assistant Secretary 























OHIO FARMERS INS. CO. 

Ohio’s oldest and strongest fire insur- 
ance company continues to be the Ohio 
Farmers of Le Roy, which began opera- 
tions back in 1848, and has been steadily 
adding to its prestige and resources 
ever since. Upon the New York basis 
of valuation the Company had assets 
at the close of 1913 of $3,270,623, of 
which $1,014,445 was net surplus, and 
$1,139,445 policyholders surplus. The | 
extent of the Company’s operations may | 
be gauged by its premium reserve, 
which amounts to $2,014,726. | 
Since organization the Ohio oe 

has paid $18,063,539 in losses. 
Hawley is president of the - ees oa } 
W. E. Haines its secretary. | 
| 
| 


| 





HARTFORD BOARD’S BANQUET. 

The Hartford Board of Fire Under- | 
writers will celebrate its fiftieth anni- 
versary on February 26. Invitations 
have been sent to the Louisville Board | 
and the Baltimore Boarl of Fire Under- | 
writers, which with the Hartford Board | 
are the three oldest in the country. | 
Judge James Nichols, president of the | 
National Fire Insurance Company, is 
chairman of the reception committee. 


WESTERN | 
ASSURANCE CO. | 


of Toronto, Canada 





} 





UNITED STATES BRANCH 
January 1, 1913 

REIT cc cvcatece 

Surplus in U.8. 


HON. GEO. A. COX, President 
W. R. BROCK, Vice-President 
W. B. MEIK LE, Gen. Manager 


$2,464,562 05 | 
1,018,318.63 





! 
| 
| 
| 
| 
| 





GERMANIA 
FIRE INSURANCE COMPANY 


NEW YORK. 


ORGANIZED 1859. 


Statement, January 1, 1914. 
Com Gapitel cs «ss $1,000,000.00 
re 7,260,197.27 
Net Surplus ........ 2,596,266.99 
Surplus for Policy 

Holders ......... 3,596,266.99 


HEAD OFFICE 
cor. William & Cedar Streets 











For The Protection Of Its 
Policy Holders 


THE HANOVER 


Fire Insurance Company 


HAS A 
Cash Capital - - $1,000,000.00 
Cash Assets - - 4,985,658.00 
Cash Surplus to Policy 
Holders - - - 1,911,592.00 
The real strength of an insurance company ts ip 


the conservatism of its management, and the man- 
agement of THE HANOVER is an absdlute as- 
surance of the security of its policy. 


R. EMORY WARFIELD - President 
JOSEPH McCORD Vice-Pres. & Sec’y 
WILLIAM MORRISON - Asst. Sec’y 


JAMES W. HOWIE - - Gen, Agent 


HOME OFFICE: 
Hanover Bidg., 34 Pine St. 
NEW YORK 











EDGAR J. HAYNES, Pres. 


THE ss Bs. INSURANCE COMPANY — BY THE 
ATE OF NEW JERSEY (Chartered 1811) 


NEWARK FIRE INSURANCE CO. 


NEWARK, N. J. 


STATEMENT JANUARY 1, 1913 
ASSETS......... ilaecdeecuaaoieixe soleduad an . $1,918,742.71 
it ccks chicks dik canbiahiinkguasans 500,000.00 
SURPLUS TO POLICYHOLDERS.......... $1,228,824.81 


Resseudiite Agents wanted in Cities and Towns where 
Company is not now represented 
THOMAS L. FARQUHAR, Secy. 








1831 ———1914 








THE Potomac INSURANCE COMPANY 
OF THE DISTRICT OF COLUMBIA | 


Agents Wanted in 
Pennsylvania, West Virginia, Ohio 


Address HOME OFFICE - - 


(FIRE) 


and Illinois 
WASHINGTON, D. C. || 





THE YORKSHIR 


FRANK & es U. 8. Managers 


ASTERN DEPAR 





ablished 


The “YORKSHIRE” is the ot and Strongest of the English Fire Companies not here- 
tofore represented in the United States 


ERNEST B. BOYD, Underwriting Manager 


Insurance Company, Ltd. 


OF YORK, ENGLAND 
24 


o. LANE, Assistant Manager, 80 Maiden Lane, New York 
New York Life Insurance & Trust Co., 


PACIFIC COAST DEPARTMENT, McClure Kelly, Manager, San Francisco, Cal. 
NORTH & SOUTH CAROLn’ DEPARTMENT, Harry R. Bush, Maneger. Greensboro, N.C 


U. S. Trustee, 52 Wall Street 


RTMENT. Dargan & Hopkinvs, Managers, AUlanta, Ga. 
Louisiana & Sanmtasted Department, JAS. B. ROSS, Manager, New Orleans, La. 
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COMPANIES STAND FIRM 


IN KENTUCKY. 





NO CCMPROMISE 





Business Interests of State Support 
Position of Fire Un- 
derwriters. 

Frankfort, Ky., Feb. 24th—A close 
canvass of ‘the situation here forces 


the conviction that the Glenn bill now 
before the State Legislature has small 
chance of passage at to-morrow’s ses- 
sion, when its sponsor hopes to force 
a vo. upon it. 

The measure is highly objectionable 
from imany standpoints, and has been 
opposed not only by the insurance com- 
panies and their local representatives, 
but by other important business in- 
terests as well, the Credit Men’s Asso- 
ciation being especially aggressive in 
pointing out its many undesirable tea- 
tures, and the effect their enforcement 
woull have upon trade conditions. 

Some days ago Senator Glenn and 
Ruby Lafoon chairman of the State 
Ratixg Board, after extended discussion 
submitted a series of compromise 
prepositions to the insurance compa- 
nies embracing in substance the follow- 
ing: 

(1) Reduction of 10 per 
all city and town dwellings on 
prior to May 1, 1913. 

(2) 25 per cent. red 
loose leaf tobacco saleshouses 
tents as of Nov. 1, 1915. 

(3) Influence of Administr 
Fire Marshal to repeal valued 
laws. 

(4) Increase of appropriation for 
Board $25,000 additional per annum. 
Object of increase to provide additional 
competent men for inspection work, 
looking to reducticn of fire waste by 
improvement of physical conditions and 
cities, and town fire protection methods 
one of these men if possible to be hy- 
draulic and electrical engineer. 

(4b) Appoint 
three members to 
ance subjects and ce 


cent. on 
rate 


uction on all 
and con- 


ation and 
policy 


ment of commission of 
investigate insur- 
Mdify all insurance 


laws, and report to next General 
Assembly. One member to be a manu- 
factuier, one a fire insurance man and 


one a merchant. Commission to be 
paid per diem out of Board fund and to 
be appointed by auditor on recom- 
mendetion of Board. 

(4c) Beard to purchase 
fund from Kentucky Actuarial 
or elsewhere. 

(5) Dwelling house schedule to be 
agreeé upon between Board and compa- 
nies as soon as possible and applied 
as socn as possible by Kentucky Actu- 
arial Bureau subject to provisions of 
preseut law. 

{6) Board to have copies 
as soon aS complete on dw 


maps out of 
suread 


of surveys 
ellings on 


old schedule. 

(7) In cities cnd towns where old 
rate Looks have been destroyed, the 
rate on policy expiring, previous to 
application and promulgation of rate 
unde, new schedule shal! be basis of 


10 per cent. reduction. 


(8) All copies of ali surveys of all 
risks wherein rate is changed to be 
filed with Board 


Not Acceptable to Companies. 
That the above will be acceptable to 





Indicted Man Blames Adjusters of In- 
surance Companies for Large Num- 
ber of Car Thefts. 





Fred F. Goodman and Felix Leopold, 
New York dealers in second-hand auto- 
mobiles, were arrested this week upon 
indictments charging them with raceiv- 
ing stolen goods. This is another 
move in the war to break up the syndi- 
cate of automobile thieves, who have 
agents in ‘New York, Boston, Philadel- 
phia, Chicago, Buffalo and New Or- 
leans. Goodman was held in $7,500 
bail and Leopold in $2,000 bail by Judge 
Wadhams, in General Sessions. Their 
indictment followed the arrest of 
Charles Ruddy, arrested several weeks 
ago. 

Ruddy blames the insurance compa- 
nies for the large number of automo- 
bile thefts. 

By experience in recovering stolen 
cars, Ruddy said, many of the adjusters 
had become familiar with the men who 
bought stolen automobiles: from the 
thieves. Ruddy himself was one of 
these purchasers. Finally, Ruddy said, 
the adjusters began to boom the busi- 
ness by encouraging theft. 

He “worked” for two adjusters, he 
said, whose names he gave to Judge 
Swann. He had telephone numbers 
where either of them might be called. 
day or night, and they had similar calls 


fcr him. It was by no means uncom- 
mon, he said, for one of them to call 
him wp and ask what the prospects 
were. Sometimes, he said, he would 
answer that he had no car on hand, 
but that he knew where a certain car 


would ask 
“interested” 


the ad- 
in that 


could be had. He 
juster if he were 
car. 

If the adjuster answered that he was, 
there would ke a dicker as to the 
“price” or reward that was to be paid 
when the not-yet-stolen car had been 
returned. The average “price” was 
$200; sometimes it was as high as $40). 

Ruddy got from 15 to 25 per cent. of 
the “price,” he said. The rest went to 
his gang—the men who stole the cars. 


ALLEGHENY COUNTY BOARD. 








Pittsburgh Agents Explain Obscure Por- 
tions of the Agreement— Will Re- 
duce Governing Committee. 





Feeling that much of the opposition 


tcward the agreement reorganizing the | 


Allegheny C (Pa.) Board of 
Underwriters was due to a lack of un- 
derstanding regarding certain sections 
of it, the committee in charge has is- 
sued an explanatory letter upon the 
subject. 

To meet the criticism regarding the 
of the governing committee, it has 
been decided to reduce the number to 
nine, “three being officers of Pittsburgh 
companies and six representatives of 
companies other than Pittsburgh com- 
panies.” 

In the opinion of many company ex- 
ecutives the agreement does not allow 
that power to the association manager 
so necessary to the proper handling of 
his work, and should be _ radically 


cunty 


size 








underwriters is not regarded as at all amended in this respect. 
likely here, the prevailing impression 
beine that the insurance men will d2- 
cline all compromise suggestions, pre- Mayo- Jermyn, of Scran’on, Pa., has 
ferring rather to leave the State than %°ked the city council for an appro- 
to aitempt to live under highly obnox- Priation of $45,000 to buy fire appara- 
ious statutes. tus. 

FIRE ASSOCIATION DE 

y re PHILADELPHIA 


Organized 1817 Incorporated 1620 
Cash Capital $750,000 
E. C. IRWIN, Pre wr: dent ?. 





_R, N KRY de 


Office: Company’s Building, 407-409 Walnut St. 


Assets $9,091,141 


H, COND 
M. SARRIGU ES, Sec. an 
LY, Asst. Bec. and Treas. 


Charter Perpetual 


ERMAN, Vice-President ¢ 
d eas. 








Fire | 


WAR ON THIEVES CONTINUES. | 








| 
| 


| 
| 











ce S. Dm aa Cc. 4 Lae + ey ol Lia 


THE COLUMBIAN NATIONAL 


FIRE INSURANCE COMPANY 


DETROIT, MICH. 
Authorized Capital ° “ 
Cash Capital paid in - - - 
Surplus to Policyholders - - 


$1,600, 000.00 

902,650.00 

1, 174,537.73 
EDWARD BLIVEN, Managing Underwriters 


RELIABLE AGENTS WANTED 


New York, New Jersey, Pennsylvania, Michigan, Ohio, Mlinois, 


roy 





Indians, Wi in, lowe, Wi 


H. H. RIMINGTON, Special Agent, Room 303, 119 So. 4th Street  - 


Philadelphia, Pa. 








NATIONAL FIRE INSURANCE CO. 


OF HARTFORD, CONN, 
STATEMENT, JANUARY Ist, 1913 


JAMES NICHOLS, President 


CR TI a vn ce inin ioetnsnwsscdete: websuaiesed $2,000,000.00 
Reserve for Re-Insurance a" . 7,862,926.70 
Reserve for Outstanding Losses...............-+-- 586,296.03 
Special Reserve for Contingent Liabilities ....... 300,000.00 
AR Gather LinbMas......cccscccccccccccscvcccsesce 336,245.44 
GRR Be oc cccvesccce scccescesnesvcneccesases 3,897,204.74 
Tatal ASSOOS. 22.0 000.ceccccsccccccccccesssecesee $14,982.672.91 


LIABILITIES 





H. A. SMITH, Vice-President 
Say Secretaries 
YELL 


G. H. TRYON, Secretary 








PF F.3d? S.T. MAXW Cc. S. LANGDON 
SURPLUS TO POLICYHOLDERS $5,897,204.74 
WM. G. WHILDEN, President GEO. E. LYON, Secretary 


New Jersey Fire Ins. Co. 





NEWARK, N. J. 


AGENTS WANTED 


Paid In Cash Capital » $ 900,000.00 
Being Increased to .  1,000,000.00 
Net Surplus Over . : - 500,000.00 


Fire, Tornado, Lightning & Automobile Insurance 








J. H. LENEWHWAN, United States Manager 


Agents Wanted in Principal Cities and Towns 


ord-Deutsche 


IIE oo 6cin.c sn ndavneeees 6nénse4sasesiesesss, Eee 
LUMDEEES 2. cccccrecccccwcccccecccccccccccccs | POOtel® 
Surplus ....ccee coccccccces cowcccccccccccecs 619,981.57 


INSURANCE COMPANY 
OF HAMBURG, GERMANY 
ESTs BLISHED 1857 
STATEMENT JANUARY I, 1913 


UNITED STATES BRANCH 
123 WILLIAM ST., NEW YORK 








FOR SALE —Fire Insurance Maps of Tennessee, Penn- 


sylvania, Ohio, Illinois, Kentucky and Louisiana at bargain prices. 


Western & Atlantic Fire Insurance Company 


For information, address 


NASHVILLE, TENNESSEE 




















JOHN L. 


General Agents in the U. S. for the Arlington Fire, of Washington, D. C. 


DUDLEY, 


The John L. Dudley, Jr. Co. 


Pres. JOHN E. KING, Vice-Pres. 


84 William Street, New York City 


GEORGE FE. 


WOOD, Vice-Pres, 





Western Assurance, of Canada 


Atlas Assurance Co., London; 











GENERAL AGENTS SUBURBAN DEPARTMENT: 


HEAD SUBURBAN AGENTS: 
Sun Underwriters, London; 
Germany ; County Fire, Philadelphia 








Sterling Fire, of Indiana 


——— 


Nord-Deutsche, 


i altace 
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ACCIDENT 
COMPANY / 


OF CANADA y ~~ 
































TRANSACTS 
Personal Accident, Health and Disability; 
Plate Glass; Automobile; including Property 
Damage & Collision; Elevator, Teams, 
Employers’ Liability, Workmen's Compensa- 
tion, Public and General Liability Insurance. 
Fidelity and Surety Bonds, 


Head Office for the United States 
57-59 WILLIAM ST.,NEW YoRK 


Western Dapartment: Pacifi: Department: 
39 SO. LaSALLE STREET 332 PINE STREET 
Chicago, Ili. San Francisco, Calif. 











WARN AGAINST THE MUTUALS 


UTICA AGENTS HOLD MEETING. 








Representatives of Stock Companies 
Advise Public to Act Slowly 
Under Compensation Act. 





Utica, N. Y., Feb. 24—Local lia- 
bility insurance men met here to-day 
to discuss the question of mutual com- 
panies, one having been forme here. 
A warning was issued to the public 
reading in part as follows: 

“Prudence would suggest that in- 
stead of joining mutual gompensa- 
tion company, to b3 conductei by in 
experienc>l persons. who know noth- 
ing of the insurance business, and in- 
asmuch as the stock companies are to 
continue to write liability and com- 
pensation insurances and rhe State is 
to write compensation insurance that 
employers wait and see which of the 
th-ee kinds of insurance will be best 
for them to avail themse'ves of. real- 
izing that they can at any time join 
a mutual company, but that they can 
never get out of one until all its ob- 
lizations are paid. Any employer may 
teke out liability or compensation in- 
surance in one of the stock com- 
panies, or in the State insurance fund 
to be organized by the State, and with- 
draw from the same whenever he sees 
fii and incur no liebility or obligations 
further than the piemium he has to 
pay for the insurance whie a member 
of the sare. aa 

“The most dangerous part join- 
ing a mutual compensaiton company, 
is the fact that each employer be- 
coming a member of a mutual com- 
prry for the shortest period for whica 
they can join such a company, is lia- 
ble for their share of the whols 
amount of liability incurred ly sa‘a 
company, while a member.” 


nn 
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PLATE GLASS MEN UNEASY. 


Officials of plate glass insurance 
writing companies report iner2asing 
trouble in the local field, not alone 
because of the growing number of non- 
association offices, but by virtue of se- 
cret brokerage “deals” had by several 
affiliated companies. 

Positive action to secure a return to 
stable conditions must be taken quickly 
if general demoralization is to be 
avoided. 


Casualty and Surety News 













AMERICAN ASS’N MERTING 


MUCH TALK ABOUT AGENTS. 





Address of Welcome By Isaac Miller 
Hamilton, of Federal Life; Insur- 
ance Commissioners Talk. 





Chicago, Feb. 23.—In welcoming the 
American Association of Accident Un- 
derwriters to-day President Isaac Miller 
Hamilton, of the Federal Life, discussed 
the marvelous growth of Chicago. Turn- 
ing to the subject of accident insur- 
ance, he said in part: 


“In my humble judgment the chief 
difficulty with the business at the pres- 


; ent time is the ‘man with the manual.’ 








More careful selection of agents is 
needed; better agents, better training 
and educating of agents, familiarizing 
agents thoroughly with the benefits 
promised by each form of policy placed 
in their hands for sale, teaching the 
agent the hazard of different occupa- 
tions and the benefits the companies’ 
policies promise for a given premium 
to one engaged in each of such occu- 
pations, and impressing the agent with 
the necessity of instructing the policy- 
holder as to the exact benefits guar- 
anteed to him bv his policy, will do 
much toward putting the business upon 
a satisfactory basis. 


Responsibility of the Agent. 


“The agent should explain fully to 
the policyholder that in case of acci- 
dent or illmess he is entitled only 
to the benefits in such case made and 
provided and as fully and plainly set 
forth in the policy. If not set forth in 
the policy that there is no benefit. The 
agent should be encouraged to take a 
pride in his work; to endeavor to se- 
cure only honest applicants, who set 
forth truthfully in their applications 
the -facts about themselves and their 
occupations. Agents should know the 
merits of the claims of their policy- 
holders, forwarded by them, the exact 
duration of disability from injury or 
illness and its severity as well as the 
time and manner of injury. If the 
policyholder’s claim is excessive or un- 
just or not covered by his policy he 
should be so advised promptly and the 
company at once notified thereof. If 
the claim is honest he should urge its 
immediate payment. If he is in doubt 
about the claim he should have the 
courage so to inform the company at 
once. He should make the policyhold- 
er understand fully the danger of allow- 
ing a policy to lapse, that lapsed poli- 
cies carry benefits only when reinstated 
and then only in accordance with the 
terms of reinstatement. 


“Unreliable or unintelligent agents 
should not be employed or being em- 
ployed should be _ discharged. First 
mistakes or disregard of instructions, 
if not willful or vicious, may be passed 
by with a reprimand and caution, if the 
agent’s reputation and intentions be 
gocd, but second offences should mean 
a cancellation of contract. 





RESIGNS MANAGEMENT. 


R. D. Steele has resigned the manage: 
ment of the casualty department of the 
United States Fidelity & Guaran‘y Com- 
pany of Baltimore, and will remove to 
this city and engage in independent law 
practice. 


Mr. Steele gained his first under- 
writing experience at the head office of 
the Fidelity & Casualty Company later 
becoming resident secretary for the 
Company at Baltimore. When the United 
States Fidelity & Guaranty decided tu 
enter the general casualty field a few 
years ago, it secured Mr. Steele as 
manager of the branch. 
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EDWIN WARFIELD, President 


FIDELITY and DEPOSIT COMPANY 


OF MARYLAND 





Home Office, BALTIMORE 








New York Surety Office 
2 kector Street 











ASSETS 


December 31st, 


$11,417,130.00 
See Our Nearest Representative For Your Next Bond or Policy 





New York Gasualty Office 
84 William Street 
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CONVENTION AT SYRACUSE 


DISCUSS 





INTERESTING POINTS. 





New York State Casualty and Under- 
writers Association is New Name 
of Organization. 





The New York State Liability Un- 
derwriters’ Association held its annual 
meeting in Syracuse, N. Y., this week, 
sessions beginn'‘ng on Wednesday. 
Superintentent Emmet, of the New 
York Insurance Department; Wade 
Fetzer, president of the National Asso- 
ciation of Casualty and Surety Agents; 
and John H. Thom, of the Standard 
Accident Company, Detroit, wer3 
scheduled to make speeches. 

The organization changed its name 
to the New York State Casualty and 
Surety Underwriters’ Association. 
Agents were present from all parts of 
the State. Brokerage and other prob- 
lems were discussed. 





LONCON & LANCASHIFE G. & A. CO. 


Thet a carefl underwriting policy 
has been pursued by the management 
of the London & Lancashire Guarantee 
& Accident Comvany of Canada in this 
country is well attested by th2 latest 
figures of the Company’s United States 
branch. 

This shows assets here on January 
1 of $903,918, witn liabilities as follows: 
Reserve for unearned premiums, $210.- 
358; veserve for unpaid losses, $50,739; 
all other liabilities, $45,695; reserve for 
contingencies, $1°.750. The surplus to 
policyholders is $580,375 

Writing persona! accident, health and 
disalility; plate glass, automobile, in- 
cluding property damage and collision; 
elevator, teams, employers’ liability, 
workmen's compensation, public and 
general liability insurance and fidelity 
and surety bonds, the London & Lanca- 
shire Guarantee & Accident Company 
is in position to supply the needs of the 
insurance seeking fraternity, and the 
steady growth of its business is proof 
positive that the fact is appreciated. 

Alexander MacLean is manager of the 
Company and F. S. Batterson its 
agene, superintendent. 


WESTERN NEW YORK AGENCY. 


Deuel, Lapey & Company, of Buf- 
falo, have been given the Western New 
York General agency of the Southwest- 
ern Surety Insurance Company of Deni- 
son, Texas. 


THE DETROIT CONFERENCE. 
Interesting Statistics on Accidents Read 
by Frederick L. Hoffman—Work- 
men’s Compensation Discussed. 





Many prominent underwriters attend- 
ed the meetings of the Detroit Confer- 
ence in Milwaukee on February 25-26. 
One of the interesting speeches was 
made by Frederick L. Hoffman, statis- 
tician of The Prudential Insurance Com- 
pany, Newark. Mr. Hoffman said in 
part: ; 

“On the basis of the most trustworthy 
statistics, both American and European, 
the probable number of fatal industrial 
accidents in the United States is about 
25,000 per annum, and the resulting 
fatality rate for males about 0.73 per 
1,000, and for occupied females, 9.08 
per 1,000. The approximate number of 
non-fatal serious injuries is about 300,- 
000. Including lesser injuries of all 
kinds, the probable number is approx!- 


mately 2,000,000. In The Prudential 
industrial experience for the decade 
ending with 1912 the three principal 


causes of fatal accidents have been rail- 
way injuries, drownings, and falls, ac- 
counting, respectively, for 52 per cent. 
of the accidental deaths among males, 
and 30 per cent. of the accidental deaths 
among females. For women, burns and 
scalds are the principal causes of fatal 
accidents, accounting for 29.5 per cen. 
of the accidents from all causes.” 

Many speakers discussed workmen's 
compensation. 


GENERAL ACCIDENT F. & L. 


A particularly strong showing is that 
presented by the United States branch 
of the General Accident, Fire & Life 
Assurance Corporation, of Scotland, of 
which C. Norie-Miller is manager in this 
country. 

The figures, which were verified by 
the New York Insurance Department, 
credit the corporation with possessing 
assets on December 31 last of $2,867,458, 
the great percentage of which was in- 
vested in high-grade stocks and bonds. 


Strong reserves are maintained as 
witness the following: For claims, 
$839,355; for unearned premiums, $1,- 
281,177; advance premiums (100 per 
cent.) $23,865: for commissions, $138.- 
383; for taxes, $74,989; for miscel- 
laneous accounts, $31,599. After allow- 
ing the above the Company's policy- 


holders’ surplus is $478,087. 

Possessing a representative agency 
organization the General Accident is 
keenly alive to its business getting op- 
portunities and is taking advantage of 
them. 





18 


THE EASTERN UNDERWRITER 


February 26, 1914. 








_— 





——— 





Extracts from « 


Qualifications of Accident Insurance Agents 


By Herman L. Ekern, Insurance Commissioner of 
Wisconsin 


yn address delivered this week before the American 
cident Underwriters, Chicago. 
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Association of Ac- 














The big problem in all insurance is 
that of bringing it to the attention of 
the policyholder and securing his ap- 
plication and collecting the premiums. 
This is the work of the agent, and no 
substitute for the service he renders 
has yet been found. 

The agent is the apostle of insurance. 
The service he renders is educational. 
It is his privilege to convert the un- 
believer into a faithful follower and 
secure substantial evidence of that ccn- 
version in the regular payment of pre 
miums. It is for this work that he is 
paid, and, so far as public interest is 
concerned, it matters comparatively 
little with which of any one of numer- 
ous licensed companies the insured may 
contract for his indemnity. 

From the standpoint of the State, 
every person insured is that much 
gained in reducing the great army cf 
uninsured. The real business of the 
agent is to increase the number of those 
who are insured. In so doing he serves 
the true interests of his company and 
of the State. It is the failure to un- 
derstand this fact and its economic im- 
portance that creates most of the agency 
preblems. Were the activities of the 
agent confined to the uninsured, there 
would be no occasion for complaints cf 
twisting and no waste of valuable time 
in the switching of business back and 
forth from one company to another. 


Legislation Affecting Agents. 

The increasing attention given to the 
economic aspects of insurance tends 
more and more to fccus attention upon 
the agency problem. 

Members of your association have rec- 
ommended the enactment of laws, Re- 
quiring the cancellation of the license 
of an agent upon convicticn for twis*ins 
after hearing; penalizing the failure of 
an agent to report premiums after 
written demand; punishing fraudulent 
acts of agents, doctors and claimants; 
requiring the filing of the record of ap- 
plicants for license, and that such li- 
cense be issued only to qualified appli- 
cants; requiring license fees to be paid 
by agents, and that agents be bonded; 
and dealing rigidly with twisting. 

The tendency of the times is clearly 
shown in recently enacted legislation. 


In New York the law relating to 
agents’ certificates of authority pro- 
vides “The superintendent of insur- 
ance shall have the right to refuse to 
issue any such certificate in his dis- 
cretion.” 


In Connecticut, must be a 
“proper” person. 

In Massachusetts 
shire, an agent must 
person. 

In West Virginia, an agent must be 
trustworthy and competent to transact 
the business, for authority to do which 
application is made. 

In South Carolina, an agent must be 


an agent 


Hamp- 
“suitable” 


and New 
be a 


a fit and proper person, and it is re- 
quired by the commissioner that an 
agent must be intelligent, honest and 


have a fair conception of the duties he 
is to assume, both to the company and 
to the public. 

In Virginia an agent must not have 
misappropriated any premiums or have 
failed to apply any premiums as @irect- 
ed by the policyholder or prcspective 
policyholder. 

In North Carolina an agent must b« 
of good moral chiracier and a proper 
person to hold a license. and must not 
have willfully violated any of the insur- 
ance laws, 

The Essentials for an Agent. 

While the state is undoubtedly inter- 
ested from an economic point of view, 
in common with you, in anything that 


goes to make a good agent, this problem 
is primarily your problem, andi the 
State can perhaps best help by concen- 
trating supervision upon a few definite 
propositions. 

From the standpoint of the depart- 
ment and public interest, there are 
three essential requirements in the edu- 
cation of the agent relating to his busi- 
ness: First—he must deal honestly 
with his company and the insured in 
accounting for money coming into his 
hands; second—he must not misrepre- 
sent; third—he must not twist business 
from one company to another. 

The requirement*of common honesty 
in accounting for funds is too obvious 
to require comment. Undoubtedly the 
requiring of a bond would be a wise 
precaution with new agents, but it 
might often be unnecessary and trouble- 
some. Each company might, however, 
properly be required by law to report 
the non-payment by any agent of any 
funds due the company or any person 
insured. The agent should be notified 
of such report and be permitted te file 
a statement in reply. Such information 
and statement might also be required 
or be furnished to any company there- 
after appointing such agent. 

Handling Agency Applications. 

There can be no excuse for continuing 
the license of an agent who is guilty 
of willful misrepresentation. The effect 
of misrepresentation, caused by ignor- 
ance, may be equally unfortunate upon 
the policyholder and the interests of the 
company. Much of this can undoubted- 
ly be avoided by greater care on the 
part of the companies in the selection 
of their agents, but it is doubtful that 
the uniform exercise of such care can 
be secured without some requirement 
of law. It would perhaps serve the 
purpose and not be burdensome, to re- 
quire the companies to file with the in- 
surance department the application of 
the agent, in such form as required by 
the department, with the certificate of 
a representative of the company that 
the statements as to qualifications e7°0 
true. 

Such application should show in ¢e 
general way the applicant’s knowledge 
cf the principles of insurance and of the 
contracts which he proposes to write 
and of the laws affecting his duties and 
conduct as such agent. It should also 
show his experience in the business; his 
reason for terminating the last insur- 
ance employment, and the balances, if 
any, claimed to be due to any insurance 
company or person insured upon any 
previous insurance employment, with 
any explanations therefor; and whether 
the applicant has theretofore compiled 
with the provisions of law relating to 
insurance. No license should be issued 
or renewed unless such issue or renewal 
was warranted by the qualifications dis- 
closed by such application; and in the 
event of any violation of the laws re- 
lating to insurance, or of any uwntrue 
statements in such application, the li- 
cense should be revoked. 


GIVEN LARGE FIELD. 

Having demonstrated their capacity 
as producers of good business, Lowndes 
and Donahue, Baltimore, managers of 
the casualty branch of the Georgia Life 
of Macon, have been appointed general 
agents of the Company for the import- 
ant States, Me., N. H., Vt., Mass., R. I., 
Conn., N. Y., N. J., Penn., Del., Md., D 
C., Ohio, W. Va., and TIl. 





William B. Joyce, president of the Na- 
tional Surety Company of New York, 
sailed for Europe some days ago. 





GENERAL ACCIDENT 


FIRE and LIFE 


Assurance Corporation, Limited 
55 John Street, New York 
Premiums Written in 1912 - $3,477,000.00 
The Very Best Policies at Reasonable Prices, With Large Assets Behind Them 
ACCIDENT—HEALTH—LIABILITY 


Automobile— Elevator —Teams— Burglary—Workmen’s 
$s 33 Indemnity—Etc., Etc. 33 


C. NORIE-MILLER, United States Manager 








Steam-Boiler Insurance; Fly-Wheel Insurance. 


The Fidelity and Casualty Company of New York 
92 Liberty Street, New York, N. Y. 


2 wk cat oes cece aoe ok ais $10,824,349.81 
Liabilities, ..... SRS DROS 7,903,328.86 
RM iS ereta har raks 6 tba be xs 1,000,000.00 
Surplus over all Liabilities... . . 1,921,020.95 
Losses paid to June 30,1913 .... 42,907,985.38 


THIS COMPANY ISSUES CONTRACTS AS FOLLOWS: 


Fidelity Bonds; Surety Bonds; Accident, Health and Disability Insurance; Burglary, Larceny, 
and Theft Insurance; Plate Glass Insurance; Liability Insurance—Employers’, Public, Teams 
(Personal Injury and Property Damage), Automobile (Personal Injury, Property Damage and 
Collision), Physicians’, Druggists’, Owners’ and Landlords’, Elevator, Workmen’s Compensation — 








Prudential Sasualty Su. 


HOME OFFICE 
INDIANAPOLIS 








Strictly a Casualty Company i 





LINES WRITTEN 


AUTOMOBILE - LIABILITY - PROPERTY DAMAGE - COLLISION 

EMPLOYERS LIABILITY - - PUBLIC - - TEAMS - - - ELEVATOR 

WORKMEN’S COLLECTIVE - - - - WORKMEN’S COMPENSATION 

GENERAL LIABILITY - PHYSICIAN’S LIABILITY - COMMERCIAL 

AND INDUSTRIAL ACCIDENT AND HEALTH - - - - BURGLARY 
PLATE GLASS 
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NATIONAL 
CASUALTY 


*® UP-TO-DATE POLICIES. 





The NATIONAL of Detroit 


Pioneer of Accident and 
Health Insurance. 


Salaried positions for high-class men of experience. 














NATIONAL SURETY COMPANY. 

Since William B. Joyce assumed the 
presidency of the National Surety Com- 
pany of ‘New York in 1904, the progress 
of the corporation has been rapid, con- 
tinuous and substantial. To-day it 
stands as one of the foremost surety 
underwriting organizations of the 
country, and is equipped as never be 
fore for still further developing its al- 
ready extensive business. 

At the beginning of 1914 the National 
Surety reported assets of $7,158,984. Its 
policyholders’ surplus was $3,500,009, 
$1,500,000 of this sum being net sur- 
plus. The reserves of the Company 
are particulerly strong, President Joyce 
having insisted from the first that ade- 
quate provision be made for every 
known liability. In addition $170,139 
has been set aside as a contingency 
fund. Included in the liability column is 
$69,000 for the quarterly dividend due 


January 2nd, thus leaving the surplus 
free and clear. 

The trade profit of the Company in 
1913 was $638,278, or 31 per cent. upon 
the $2,000,000 capital. A 12 per cent. 
dividend was paid, the Company there- 
by taking good care of its shareholders 
as well as its policyholders. 

Economy was the slogan of the man- 
agement last year, and the same policy 
will be continued during 1914. A great 
administrative officer and an excep- 


tional business producer’ President 
Joyce’s handling of the National Surety 
compels admiratiou even from his 


closest competitors. 





The distinction of being first in the 
field with a fire insurance chart is again 
enjoyed by the Spectator Company of 
New York. The present publication is 
fully the equal of the preceding issues 


with which insurance men are familiar 
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Special Talks With Local rete ] 


“Lord London,” a 

Lord Northcliffe new novel, is at- 

Always Knew tracting attention 

When To Go because it is be- 

lieved to be thinly 
veiled autobiography of Lord North- 
cliffe, owner of many weekly magazines 
in England and of the London “Times” 
and the London “Daily Mail.” Life in- 
surance agents who admire _ sheer 
audacity and ingenious conquest of try- 
ing situations are recommended to read 
this book, although not always advised 
to adopt Northcliffe’s methods. 

For instance, when his own reporters 
“fell down” in seeking an interview 
with Cecil Rhodes, Northcliffe declared 
that he could get the interview. He 
hired a suite of rooms next to those 
occupied by Rhodes in a hotel, bribed 
a valet, and then bearded the British 
Empire builder in his bath. 

“Get out of here,” thundered Rhodes, 
but the newspaper owner didn’t budge 
intil he got his interview. On another 
important occasion when one of his 
papers would have gone to smash if he 
had not had half a million posters print- 
ed in a day, this remarkably rersisteat 
person—he was miieteen at tne time—- 
forced his way into a printer's bedroom 
at 6 o’clock in the morning and re- 
mained until his victim agreed to do 
the job work. 

The poor taste of both of these ex- 
ploits, however, are forgotten in the 
kcen knowledge of human nature dis- 
played and the sound advice given in 
the book. Lord Northcliffe attributes 
his suecess to the fact that when an 
interview with a man was finished, and 
re got what he wanted, he knew it and 
went. In other words, he never re- 
mained too long and wore out his wel- 
come. 

> oo” * 
Henry C. Walters, 

Intemperate general counsel for 

Habits and the National Casualty 
the Application Company, Detroit, 

talks of “temperate 
habits” in a recent issue of the Com- 
pany’s “Agents Record,” saying: 

There is no established legal 
definition of the words “habitually 
intemperate;” but in a Federal case 
the court adopted a rule for that 
particular case, holding that while 
a single excess does not make a 
man an habitual drunkard, that 
where the habit and rule of a man’s 
life is to indulge periodically and 
with increasing frequency and vio- 
lence in excesive acts of intemper- 
ance, such a use of liquor may 
properly justify the finding of 
habitual drunkenness. The true 
meaning of the words was left to 
the jury to determine. 

The matter being thus to 4 cer- 
tain extent uncertain, it is of vital 
importance that the agent be thor- 
ough in his investigation of the 





habits of applicants and conserva- 
tive in his recommendations. Even 
in Kentucky it has been held that 
» warranty of sober and temperate 
habits, involves not only the time 
at which the application is made, 
but such reasonable time -prior 
thereto, as would allow one to form 


such habits. 
a * >. 


Some years ago the 
The Shocker Travelers had some 
in Accident literature, bearing the 
Literature caption, in heavy green 
type “Death and Acci 
dent.” Agents using this literature, some- 
times complained that these two words, 
precented so seneacicnailiy in color 
shee ked patrons so much that they com- 
plained. When one of the agents recom- 
mended that a more artistic aiid con- 
srervative document be printed an in- 
vestigation was made and many of the 
general agents testified that they 
ihought the shocker a good thing; that 
most of the business men who pretend- 
ed to be horrified at such a forcible re- 
minder of death wound up by taking 
cut policies. One of these general 
agents said that the trovble with most 
agents is that they approach their pros- 
pects too gently, and are afraid to talk 
with a punch in it. 
2 * s 
C. P. Wofford, superin- 
Don’t Worry tendent of the accident 
About Other and health department 
Companies of the Federal Life, 
thinks that the agent 
who permits himself to be drawn into 
a needless controversy as to the rela- 
tive merits of his own and other com 
panies will wear himself out in talk 
and accomplish little. It means wear 
and tear of the spirit, he thinks. 


+ * & 


The mild-mannered, 


Not Always yet aggressive agent | 


the Strenuous the agent who ap- 
Who Win Out proaches his prospect 
with a smile, behind 

which is a determination to secure a 


client, the agent who remembers every | 
detail of business courtesy and forgets | 
not that business and courtesy can go! 


hand in hand is the agent who climbs 
the hill of Success. 


AUTHORIZED BY U.S. GOVERNMENT 

The distinction of being the only 
Texas company authorized to write 
surety bonds for the Federal Govern- 
ment is enjoyed by the American In- 
demnity Company of Galveston. The 
Company boasts assets of $460,743 and 
a policyholders surplus of $391,222 


BALTIMORE APPOINTMENT. 
Walter Garland has been appointed 
local agent in Baltimore for the Com- 
mercial Fire and First National Fire, of 
Washington. 





Liability 
Fidelity and 


Surety Bonds 


Casualty 








Automobile Liability and Property Damage 
Workmen’s Compensation 
Industrial Insurance 


of America 


Home Office: 133 WILLIAM STREET, NEW YORK 


Accident 
Disability 


Plate Glass 


Company 











Georgia Life Insurance Company 
MACON, GEORGIA 
W. E. SMALL Preside::t 


A STRONG CASUALTY COMPANY Serptes and Reserves over $800,000 


Writes the Following Forms of Casualty Insurance: 
ACCIDENT PLATE GLASS HEALTH LIABILITY 
‘AUTOMOBILE BURGLARY ELEVATOR TEAMS 


Agents Wanted in Undeveloped Territory 


Apply PETER EPES, Agency Manager, Home Office 














PITTSBURGH CASUALTY BANQUET. | 

The following were the speakers at 
the dinner of the Casualts; and Suret» 
Association of Pittsburgh on Thursda) 
night of last week: 

E. L. Hearn, vice-president of Cas 
ualty Company of America; R. H. Tow 
ner, of the Towner Rating Bureau; R 
R. Gilkey, of the Surety Association of SUPERIOR POLICIES 
America; and E. A. Wocds, of the Ed 
ward A. Woods Agency, Inc. A federa 
tion of Pittsburgh insurance agents in 
all branches is to be formed 


The Employers’ Liability 
Assurance Corporation, Liiited 


The original and leading Liability 
Insurance Company in the World 


LIABILITY, STEAM BOILER, ACCIDENT 
HEALTH, FIDELITY 





AcDIT INS Upancr compin” 


WT fee tore 


KIMBALL C. ATWOOD, President 
80 Maiden Lane, New York 











GEORGE J. KUEBLER 
Attorney - at - Law 
EXPERT LEGAL COUNSEL ON 
INSURANCE MATTERS 
Briefs of the Law in any State 
on Matters of 


AND BURGLARY INSURANCE INSURANCE 
"United States Branch 7 a Specialty 7 
SAMUEL APPLETON, United States Manages © _=:- References on Application =: 


Employers’ Liability Building, 
33 Broad Street, Boston, Mass. 


ACENTS WANTED 


Suite 720-29 So. LaSalle St. Chicago, Ill, 


WELEPHONES: Randolph 6816 and 6817 





CASUALTY CO. 


Incorporated under Massachusetts Laws 
Fidelity and Surety Bonds, Burglary and 
Theft, Accident and Health Insurance 

Liability and Automobile Property Damage 
Excellent territory open to reliable representatives 


HOME OFFICE 
4 Liberty Square, Boston, Mass. 











THE 


METROPOLITAN CASUALTY 


INSURANCE CO. OF NEW YORK 
Formerly The Metropolitan Plate Glass and Casualty Insurance Co. 
Home Office, 47 CEDAR STREET 
Chartered 1874 
GLA 


pensonat accent POLICIES 


OF THE MOST APPROVED FORMS 
EUGENE H. WINSLOW, President 
DANIEL D, WHITNEY, Vice-Pres. 8. WM. BURTON, Sec. ALONZO G. BROOKS, Ass’t Bec 
RELIABLE AND ENERGETIC AGENTS WANTED 








THE SIGN OF GOOD CASUALTY INSURANCE 


HEAD OFFICE F. J. WALTERS 


Cc HI ts A G oO Resident Manager 
55 JOHN STREET 


F. W. LAWSON se 
General Manager 
Liability, Accident, Elmer A. Lord & Co. 
Burglary, Boiler and 145 Milk St., Boston 





Resident Managers 
New England 


Established 1869. 


London Guarantee & Accident Co., Ltd. 


OF LONDON, ENGLAND 


Credit Insurance 
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GOOD SERVICE 


| is the foundation upen which to erect a successful business. 

Brief, liberal, clearly expressed policies, with guaranteed 
j| low cost, are serviceable alike to policy holders and agents. 
| Specimens of Life, Accident or Health policies cheer- 
}| fully furnished. 


| For AgenciesjAddress 
| The Columbian National Life Insurance Company 
| BOSTON, MASS. 


ARTHUR E. CHILDS, President 
WM. GC. JOHNSON, Vice-Pres. and Gen’! Mgr. 











PURELY MUTUAL CHARTERED 1857 


THE 
Northwestern Mutual Life Insurance Co. 


MILWAUKEE, WISCONSIN 
GLO. C. MARKHAM, President 


INSURANCE IN FORCE, $1,304,385,035 
Satisfied Policyholders to the number of 13,073 (out of 45,862 per- 
sons applying) purchased additional insurance in 1913. 
Northwestern Policies are easiest to sell and stay longest in force. 
Agents Protected by enforced No-Brokerage and Anti-Rebate Rules. 
It Will Pay You to Investigate 








Income Insurance Before Selecting Your Company Large ‘‘ Dividends ”’ 
. Write to , 
Corporation Insurance H. F. NORRIS Low Cest 
Partnership Insurance Superintendent of Agencies Service Policy 








Milwaukee, Wisconsin 




















Equitable Advantages 


SOME OF THE GOOD THINGS ENJOYED 
BY EQUITABLE REPRESENTATIVES 


The backing of one of the largest and strongest fmancial 
institutions in the world. 


A Participating Company. 

A Prompt Paying Company. Of the 5,153 domestic death claims 
paid by the Equitable during 1912, nearly 984 were paid within 
one day after receipt of ‘‘ Proofs of Death.’’ 


A Company whose policies are standard contracts, drawn to con- 


form to the insurance laws of New York and other States. 


A Company issuing every desirable form of insurance i 
Corporation Insurance, Income Insurance, Group Insurance, 
Monthly Premium Insurance, Home Purchase Insurance, Joint 
Life Insurance and a large variety of Annuities. 

A Company sufficiently large and strong to insure applicants for 
large amounts under a single policy. . 

A Company whose policyholders include the world’s Captains 
of Industry whose identification with the Equitable is in itself an 
endorsement. 

A Company whose canvassing documents are comprehensive, 
adequate and attractive. 

A Company engaged in a broad “conservation of life,” move- 
ment—aiming to lengthen the lives of its policyholders as well as 
insuring them. 

The Society has openings in practically every State for energetic soliciting 
agents of character and ability. Address 


The Equitable Life Assurance aay of the United States 


165 BROADWAY . ~ NEW YORK 














WE BOND More People Than Any Other Company in the World 





ASSETS 
es ee es OU. 5 oo wie eon seeedeemenenae $ 911,782.47 


*Government and other Bonds and Stocks: (Insurance De- 


*The securities of this company are carried at he valua 
ers. 


tThese items, while regarded good and co 


STATEMENT OF ASSETS AND LIABILITIES DECEMBER 31, 1913 


LIABILITIES 


Cee POR TOR. . goss ss caveew seed a bevaee $1,870,101.50 


llectible, are only partly authorized by 


Reserve for Contingent Claims and claim expense (less 


partments’ valuations.—See ““Note’’) Bde ete elec tad bean omar 5,256,151.96 ‘ reinsurance) $e FS" ee eee ee seceer es cceresccres 1,326,288.36 
Real Estate, Mortgage and Collateral Loans.............. 232,847.56 Anticipated Taxes and Unpaid Commissions (not due)..... 163,466.14 
Unpaid Premiums (excluding $288,513.58 90 days overdue) 535,385.91 Accounts Payable (not due) and reinsurance premiums and 
PI EDN Fain cin < earn eens eA 04s A wleae ees 51,110.19 vier tsa pcs op ungag hoger ah RATE OC eee 30,369.99 
Due from Admitted Reinsuring Companies............... 20,612.18 Quarterly Dividend Declared Payable Jan. 2d, 1914....... 60,000.00 
*Due from U. S. Government, Counties and Municipalities. . 41,950.00 Advanced Premiums and Return Premiums Due......... 38,618.37 
Taree Eeemh PRMOOOE COOMORs 6.0.6.6 cc cccccessnevese ei eee eee ie rere 170,139.69 
*Due from Excise Reinsurance Committee..............-. 60,039.51 REE CMENG. 0:36: 4:6.916'0 0.09 640 1a Sn PE CaS @ oN OE 2,000,000.00 
Py OE UN IIOR oS o.5s.o esa csabeeesyedwanee Re A Ee ere ery ee er er 1,500,000.00 

EAs cughoia B ets ORE ea ee a A aa $7,158,984.05 pe ee ee ee a ere a ee $7,158,984.05 

In addition the company owns other assets conservatively worth over $100,000.00. 

The premiums over 90 days due and other deferred pr emiums not included above are « timatec 1 to be worth $200,000. In computing such past due premiums, this company 
figures from a + date and not from date of entry If we followed the rule of taking “ ‘entry” date, our surplus could be increased approximately $70,000, 


ons fixed by the Insurance Departments of the States of New York, Massachusetts, Pennsylvania, Illinois and 


aw as investments. 





} 


indication that the officers have kept al! expenses at a 


rat there is every 
Wm. B. Joyce, Esq., 
Dear Sir 
yooks of the company were examined and that 
, President, National Surety Co., 115 Broadway, New York. 


mmittee appoint ed by the Board of Directors 
the method used 


Mr. Wm. B. Joyce 
Dear Sir Your Co 
the Company are ateusel e, and that 





enacting National Surety Co., 115 Broadway, New York, N. Y. 


Your Committee appointed by the Board of Directors to examine into 
the values of such securities as of Dec ember 31st, 1913, were in accordance with the market valuation. 


to examine the 
arriving at these reserves 


January 24, 1914. 


Wm. B. Joyce, Esq., President, National Surety Co., 115 Broadway, New York City 
Dear Sir I have examined the expenses of your Company for the year ending December 31st, 1913, aS shown by the Com pany’s statement and am pleased to report 
minimum consistent with good managemen urs very truly, 


(Signed) AL ANSON P LATHROP, Committee on Expenses. 
January 23, 1914. 

that the securities as recorded on the 

tt Very truly yours, 
(Signed) FRANK B. KEECH, Committee on Securities. 
January 23, 1914. 

laims of the Company has to report that in its opinion the Claim Reserves held by 
seems to your Committee to be based on sou nd Sanianes judgment. Yours very Pern 
(Signed) JOHN C. McCALL, Committee on Claims 


the securities of the Company has to report 


NATIONAL SURETY “COMPANY 


115 BROADWAY, NEW YORK. 
“AMERICA’S LEADING SURETY COMPANY” 














